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For Homes, Apartments, Hotels, Churches, 
Schools and Public Buildings. 
For further information see Sweet's Arch. File = 
or Write Miami Window Corp., Dept. SB, 
P. ©. 356, Miami 42, Fla. 
Ask about the new alumi- 
num picture window—a new 
concept in window design. 


air infiltration tests passed at Pittsburgh Testing Labs. 
UNIV. OF MIAMI 


ADMINISTRATION 
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30 Years | 


The experience of Associated Plywood 
f the Mills dates from 1921. That is a long time 
in the relatively young plywood industry— 


long enough to mark APMI as one of the 


e pioneers in the development and growth of 
aq iin @ r this important building product. 
The rich, rain forests of Oregon yield the 
fine Douglas fir that comes to APMI mills. 
These mills are among the largest and most 


modern in the plywood industry. They pro- 
duce quality exterior and interior panels 





that are grademarked and trademarked. 


APMI plywood is available in major 
building and distribution areas. Your in- 


quiries are welcomed at our general offices, 


or at APMI sales warehouses. 


APMI SALES WAREHOUSES: 925 Toland St., ASSOCI ATE ) 
San Francisco; 4814 Bengal St., Dallas; 4003 Coyle 


St., Houston; 4268 Utah St., St. Louis; 1026 Jay St., p LY Ww re) fe) PY M L L S, IN res 


Charlotte, N. C.; Eugene and Willamina, Oregon. 





GENERAL OFFICES 
EUGENE, OREGON 
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"| dotit tear down walle...” 


George H. Smith Jr. 
Illinois Local No. 21 
a bricklayer since 1917 


The 10 basic 
requirements 

of high quality 
masonry cement* 


1. Plasticity 


. Body 


2 
3. Strength 
4. 
5 
6 
7 


Yield 
. Color 
. Adhesion & Bond 


. Negligible 
Shrinkage 


. Water Retention 


. Water 
Repellency 


10. 


*You get all 10 when you 
use Marquette! 


Non-efflorescing 


Marquette Cement Manufacturing Company 


CHICAGO 


PORTLAND @ HIGH 


Any quantity of Marquette Masonry Cement will be shipped in mixed carloads with other types of Marquette Cement 
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“T build ’em. But they tell me 
that over at Marquette they try to 
bend and break brick walls regu- 
larly, to see how good the mortar is. 


‘Well, I-don’t need that kind of 
proof that Marquette Masonry 
Cement makes a better, stronger 
mortar. I can see it on the job every 
day. The best mortar I’ve ever 
used was made with Marquette 


MARQUETTE Jylaset 


MEMPHIS 


e ST.LOUIS e . 


EARLY STRENGTH e@ AIR 


ENTRAINING © MASONRY 


Masonry Cement. It makes a 
strong, tight joint, as sturdy as a 
man could want. And remember— 
a masonry building is no better than 
the mortar that holds it together. 


‘Marquette makes a stronger 
masonry cement. There are many 
other reasons why Marquette Ma- 
sonry Cement is better cement, but 
more about that later on.” 


Pay CEMENT 


‘ii 


JACKSON, MISS. 





i 
nee | 


os 


. . Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 





Shed Type 
DOOR CANOPY 


Pah abe 


SELL THE COM 


7 eae 2 ° a 


PLETE LINE 


THAT THRIFTY PEOPLE Buy 


LOW COST 
A Price for 
Every Pocketbook 





BEAUTIFUL 
COLORS 


infra-red Baked 
Enamel Finish 


i 
ee 
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He 
| 
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Six Styles 
PORCH RAILING 


ees Sess. 


Full Louvre 


SHUTTERS 


MANY 
STYLES 


A Design for 
Every House 
Gable Type 
| Boor CANOPY 





STURDY 


| CONSTRUCTION Ry 


| Last a 
| “House-time” 





Three Styles 
AWNINGS 


PACKAGED 


Quick, over-the- 
Counter Sales 


Two Sizes 
WINDOW VISORS 


| 
| 
} 
} 


| 
| 





QUICK 
DELIVERY 


Orders Shipped 
from Stock 


Indoor 


ro 


Ventilating 
ROOF CUPOLA 


MANY 
SIZES 


Fit Most 
any Need 


LAUNDRY DRIER 
Se 


YEAR ‘ROUND | 


SALES 


Spring, Summer 
Fall, Winter 


< 
MANUFACTURING DIVISION 
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Aluminum 
STOVE HOODS 





— coe — 





A Customer 
in Every Home 


! Three Styles | 
PORCH COLUMNS 


BIG MARKET | 





PROFITABLE 


Full Discounts 
te Dealers 


Steel and Aluminum 
FLOWER BOXES 
om 





«EASILY 
| INSTALLED 


| Any Homeowner 
can do it 


Picnic 


TABLE LEGS 


DEALER 
HELPS 


Ad mats, Display 
Cards, Literature 
Steel 
HOSE CADDY 


WRITE FOR CATALOG AND PRICES 


awsco FALLS STAMPING & WELDING CO. 


1701 FRONT STREET 


lathe -\. foley Wa 7 VGG- yale), ite) 
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NEW HOLE FILLS BIG DEMAND! 





Stanley Button-Tip Hinges 


At last . . . Stanley has developed the hinge 
that ends all bother! A hole drilled in the 
lower tip of the new Stanley Button-Tip Hinge 


makes it easy to tap out the hinge pin. 


Point out this new feature to your customers. 
The hole is a time-saver in hanging doors. It 
simplifies removing door from frame and elim- 
inates chance of marring finish of butt or pin. 
Keep a stock on hand, they’ll sell fast! 


THE STANLEY WORKS, NEW BRITAIN, CONN. 


STANLEY [eae es 


Reg. U. S. Pat. Off. 


HARDWARE + TOOLS + ELECTRIC TOOLS - STEEL STRAPPING © STEEL 
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FREE to Building Supply Dealers 
Use Handy Coupon Below 


:.*& 2 


2. Prefabricated Homes. Mimeo- 
graphed sheets give dealership data 
on frar.chises, deliveries, terms, and 
dealer responsibilities for Knox 
Homes. Other folders give construc- 
tion data, describe and show pictures 
of the various house models. The 
Knox Corporation, Thomson, Ga. 


4. Plastic Finish Wallboard. Data 
sheet gives complete details on color, 
sizes, and methods of packing and 
applying Superlite Predecorated 
Panelboard with durable baked-on 
finish. Accessories and dealer sales 
helps are described. The Superior 
Wall Products Company, 4401 N. 
American Street, Philadelphia 40, Pa. 


6. Sash Balances. Folder and other 
descriptive literature shows differ- 
ences between various sash balances 
on the market today. They describe 
working principles of Unique double- 
hung sash balances. The Unique Bal- 
ance Company, Inc., 25 Buckner 
Boulevard, New York 54, N. Y. 


10. Access Door. Attractive folder 
tells how easily new Coffman all- 
steel access door is installed. It fully 
describes this FHA-approved as- 
sembled unit. The R. G. Coffman 
Company, Inc., P. O. Box 1113, Or- 
lando, Fla. 


12. Installment Financing. Concise 
new handbook and guide explains 
system based on FHA Title 1 and 
regular ABC supplementary plan of 
financing home improvements and 
repairs. Allied Building Credits, Inc., 
P. O. Box 3426, Terminal Annex, Los 
Angeles 54, Calif. 


14. Ventilating Fans. New specifica- 
tion sheets describe Murray line of 
fans, including 20- and 24-inch win- 
dow fans and vertical and horizontal 
ventilating fans. Exclusive sales agent 
is the H. C. Biglin Company, Inc., 177 
Harris Street N. W., Atlanta 3, Geor- 
gia. 

16. Maple Flooring. Six new fold- 
ers are available on The “Thrifty 
Third” of Hard Maple and Birch; 
Where Second Grade Means Excel- 
lent; Northern Hard Maple Floor- 
ing; For Real Economy—Use Third 
Grade; Useful 1%-Inch Face Width; 
Finishing Northern Hard Maple the 
MFMA Way. The Maple Flooring 
Manufacturers Association, Pure Oil 
Building, 35 East Wacker Drive, Chi- 
cago, Ill. 


18. Exterior Plywood. “Better Farm 
Buildings with Exterior Plywood” is 
a two-color folder that covers use 
and construction of farm buildings 
and equipment of plywood. It in- 


cludes over 100 photographs, charts, 
tables, and construction details. The 
Douglas Fir Plywood Association, Ta- 
coma Building, Tacoma 2, Wash. 


20. Stained Shingles and Shakes— 
five new folders give detailed appli- 
cation instructions for stained shin- 
gles, processed shakes, hand-splits, 
and tapersplits. Full colors are shown. 
The Colonial Cedar Company, 600 
West Nickerson St., Seattle 99, Wash. 


22. Sliding Doors, Specifications. 
sizes, finishes, and an explanation of 
ways in which prefabricated sliding 
door closet-fronts save space and 
money are included in a new illus- 
trated folder. The United States Slid- 
mg Door Corporation, 216 Lexington 
Avenue, New York 16, N. Y. 


24. No-Draft Sash Balances. Illus- 
trated folder shows how these spring- 
operated sash balances save time in 
building, assure easy window open- 
ing, and weatherstrip windows. Mas- 
ter Metal Strip, Inc., 1721 N. Kil- 
bourn Avenue, Chicago 39, III. 


26. Structural Glass. “Glass For 
Construction” gives characteristics 
and uses of Libbey-Owens-F ord 
structural glass. Architects’ file sheets 
for 1951 are available. The Libbey- 
Owens-Ford Glass Company, Nicholas 
Building, Toledo 3, Ohio. 


28. Protective Paper. Two folders 
on uses of Sisalkraft protective 
Papers are sent on request. One 
describes covering and protection 
uses. The other describes low-cost 


806 Peachtree St., N. E. 
Atlanta 5, Georgia 


numbere: 


lining for attics, poultry houses, and 
other uses. The Sisalkraft Company, 
205 W. Wacker Drive, Chicago 6, Tl. 


30. Flush Doors. An eight - page 
catalog gives details of design and 
construction of Mengel hollow-core 
and solid-core flush doors, Included 
are complete specifications, sizes, 
weights, and face species. Plywood 
Division, The Mengel Company, 
Louisville 1, Ky. 


32. Thrif-T Woodwork. Illustrated 
48-page catalog contains complete 
descriptions and_ specifications of 
Thrif-T packaged millwork items for 
windows, casements, exterior and in- 
terior doors, china cases, wardrobes, 
mantels, overhead garage doors. The 
Roach and Musser Company, Musca- 
tine, Iowa. 


34. Aluminum Sink Frames. Four- 
color folder gives complete instruc- 
tions for installing Trimedge ex- 
truded aluminum sink frames. Im- 
printed with the dealer’s name, the 
folder is an appropriate self-mailer. 
Trimedge, Inc., 4021 Mahoning 
Avenue, Youngstown 1, Ohio. 


36. Builders Hardware. New items 
and improvements in the Adams- 
Rite line of locks and builders hard- 
ware specialties are shown in cata- 
log No. 49. The Adams-Rite Manu- 
facturing Company, 540 W. Chevy 
Chase Drive, Glendale 4, Calif. 


38. Sash Balance and Pulleys. Grand 
Rapids invisible sash balance and 
sash pulleys are clearly described and 
shown in a 16-page catalog. Instruc- 
tions are included for installations in 
all types of double-hung windows. 
Grand Rapids Hardware Company, 
Grand Rapids 2, Mich. 


40. Ideal Millwork. Folders illustrate 
and describe Ideal Brand kitchen 
cabinets, wood window units, colonial 
entrances, fireplace mantels, linen 
and corner cabinets, and other mill- 
work. William Cameron and Com- 
pany, Wholesale, Box 889, Waco, Tex. 


42. Metal Thresholds and Saddles. 
Illustrated catalog No. 9 lists 38 types 
and designs of thresholds and sad- 
dles in aluminum and brass, and 
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Please send me, without obligation, the free literature 
described in the April, 1951, issue of S*B*S with these key 
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W. B. BARR LUITIER COMPANY 


5105 WASHINGTON STREET TELEPHONE ALPINE 2029 
*. ©. 80x 2108 OsnvER + COLORADO 





we. © cane 


October 17, 1950 
Kimberly-Clark Corporation 
Neenah, Wisconsin 


Gentlemen: 


It has been the pleasure of The W. B. Barr Lumber 
Company to handle for a good many years your fine 
insulation, We were one of the pioneers in the use 
of this insulation during the early part of the war 
in the construction of war housing, and we have con- 
tinued to use it and sell it extensively since then. 


Dealer finds way 
to satisfy every 
insulation customer— 
recommends KIMSUL"! 


Your advertising is most effective and the sale of 
Kimsul results in a satisfied customer on every 
occasion, 


Very truly yours, 


W. B. BARR LUMBER COMPANY 





ie Sorgen. Sar 


William K, Barr - President 























these 


A 100‘<, “no complaint” record like 
that of the Barr Lumber Company, 
typifies the year after year experience of 
KIMSUL* dealers all across the country. 
Ask anyone who has ever sold KIMSUL 
insulation—and he'll give you not one, 
but many reasons why this is true. 
First, the exclusive, many-layer 
stitched blanket construction of KIM- 
SUL provides uniform protection over 
every inch of covered area. It continues 


giving that protection too — without 
sifting, sagging or settling—for the life 
of the house. It offers top thermal 
efficiency (“‘k” factor 0.27), plus re- 
sistance against fire, moisture, vermin 
and mold. It’s a compressed insulation 
—compressed to 1/5 normal size to save 
you 80% on storage and handling. In 
addition, KIMSUL is easy to install—with- 
out skilled labor or special equipment. 

If the insulation you ordinarily 


Now 2 types of KIMSUL insulation 
—Regular and Reflective 


Red Roll ) 


APRIL, 1951 . 


( Gray Roll ) 


recommend does not offer all 
advantages to both you and your 
customers, investigate the facts about 
KIMSUL. For with KIMSUL, you'll be 
sure of satisfying every customer every 
time—and that’s the way to build a 
bigger, more profitable business. For 
further information, write to: 


Building Products Division 
KIMBERLY-CLARK CORPORATION 


Neenah, Wisconsin 
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also a complete line of other metal 
weatherstrip material. Southern 
Metal Products Corporation, 921 
Rayner Street, Memphis, Tenn. 


44, Material-Handling Equipment. A 
specification chart for 45 standard 
Ross carriers is included in an at- 
tractive new bulletin. Various models 
are shown in action in the photo- 
graphs. The Ross Carrier Company, 
Benton Harbor, Mich. 


46. Hollow-Core Doors. Selling 
points of Paine Rezo hollow-core 
flush doors are described in an at- 
tractive three-color folder. Sketches 
show interlocking air-cell grid core 
and other construction details for 
various door styles. The Paine Lum- 
ber Company, Ltd., Oshkosh, Wis. 


48. Asphalt Shingles. A new four- 
color folder for consumer distribu- 
tion shows the interlocking wind- 
proof feature of Ruberoid Dubl- 
Coverage Tite-On shingles. When 
held up to the light, this clever 
folder shows the double and triple 
coverage of the shingles. The Ruber- 
oid Company, 500 Fifth Ave., New 
York 18, N. Y. 


50. SSIRCO Building Products. II- 
lustrated literature, newspaper ad- 
vertising mats, radio scripts, in- 
struction sheets, and price lists are 
available on roofing, siding, ply- 
wood, wallboard, insulation, garage 
doors, and screening. Advertising 
Department, Southern States Iron 
Roofing Company, P. O. Box 1159, 
Savannah, Ga. 


52. Stanley Hardware. Six  col- 
ored, illustrated consumer folders 
are available on Stanley Roll-Up 
garage doors; paneled garage door 
with Econ-O-Matie swing-up hard- 
ware; ornamental black hardware; 
screen hardware; cabinet hardware, 
and sliding doors. The Stanley 
Works, New Britain, Conn. 


54. Metal Building Products. An 
illustrated pocket catalog shows the 
complete line of Leigh metal build- 
ing products. Information is_in- 
cluded on door canopies, window 
awnings, ventilators, ornamental 
shutters, package receivers, dust 
chutes, clothes chute doors, and 
flower boxes. Air Control Products, 
Inc., Coopersville, Mich. 


56. Fireplace Unit. An eight-page 
circular describes advantages of 
Heatform, a_heat-circulating fire- 
place. Other special literature sent 
to dealers. The Superior Fireplace 
Company, 601-V North Point Road, 
Baltimore 6, Md., or 1708-D East 
15th Street, Los Angeles 21, Calif. 


58. Hinges, Other 
126-page catalog contains illustra- 
tions and specifications of some 
3,000 types and sizes of Hager 
hinges, hasps, shelf brackets, mend- 
ing plates, corner braces, and win- 
dow hardware. C. Hager and Sons 
Manufacturing Company, 139 Victor 
Street, St. Louis 4, Mo. 


60. Clay Pipe and Specialties. At- 
tractive two-color booklet describes 
Oconee vitrified clay sewer pipe, 
fittings, flue, brick, drain tile, and 
structural specialties. The Oconee 


Hardware. A 


Clay Products Company, Milledge- 
ville, Ga. 


62. Aluminum Casement Windows. 
A 10-page, four-color catalog shows 
the complete line of Ualco Life-Time 
aluminum casement windows in 
standard and modular sizes. Draw- 
ings of installation details and sug- 
gested uses included. Advertising 
material is available to dealers. The 
Union Aluminum Company, Inc., 
Sheffield, Ala. 


64. Masonry Cement. Pocket-size 
booklet contains suggestions for bet- 
ter masonry construction, tables 
showing amounts of mortar and 
masonry products needed, and gen- 
eral information on Cumberland 
Portland Cement Company, Chatta- 
nooga Bank Building, Chattanooga 
2, Tenn. 


66. Marlite Paneling. The Marlite 
color folder—a “miniature catalog” 
for prospective customers—tells the 
complete story about these plastic- 
finished panels in wood and marble 
patterns. The complete range of 
colors is shown. Marsh Wall Prod- 
ucts, Inc., Dover, Ohio. 


68. Plywood Catalog. The handsome 
Weldwood catalog is profusely il- 
lustrated. Among the 66 products de- 
scribed are many new finishes and 
grades of plywoods. The United 
States Plywood Corporation, 55 West 
44th Street, New York 18, N. Y. 


70. Plastic-Faced Plywood. Four- 
page folder with colored illustrations 
contains technical data and suggest- 
ed uses for GPX, plastic-faced ply- 
wood, in residential and commercial 
construction. The Georgia-Pacific 
Plywood and Lumber Company, 
Southern Finance Building, Augusta, 
Georgia. 


72. DeLuxe Tileboard. Folders de- 
scribe six distinctive patterns of 
Miratile deluxe tileboard and Mira- 
tile Leatherpanels, made of %-inch 
Masonite tempered hardboard. The 
Tile Board Panel Division, Miratile 
Manufacturing Company, Inc., JS, 600 
West 81st Street, Chicago 20, IIl. 


74. Aluminum Products. A new 
eight-page catalog shows Reynolds 
Lifetime aluminum roofing, siding, 
reflective insulation, gutters, down- 
spouts, built-up roofing, and case- 
ment windows. Reynolds Metals 
Company, 2036 South Ninth Street, 
Louisville 1, Ky. 


76. Insect Screen Guide. Retail prices 
of Cortland brand insect wire screen- 
ing can be figured quickly and easily 
with a new 22-page Surface Table 
guide. Other sales information is in- 
cluded. Wickwire Brothers, Inc., Cort- 
land, N. Y. 


78. Arm-Glaze Putty. Folder ex- 
plains the application of this bluish 
gray elastic compound for glazing 
windows. Millwork operators through- 
out nation are quoted as to its serv- 
ice and economy. The Armstrong 
Company, 4065 S. La Salle St., Chi- 
cago, Ill. 


80. Folding Stairway. Slide-A-Fold 
disappearing attic stairways are pre- 
sented in an attractive three-color 
folder. Specifications and installation 
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PRINTED HELPS 
(From page 5) 
Order this FREE LITERA- 
TURE by filling in coupon on 
page 5 of this S*B°S, then 
mail! 


data are included. The Craig Wood 
Products Company, Columbus, Ga. 


82. Bonding Plaster. Two-color folder 
tells how Nu-Wall permanent bond- 
ing plaster can be used to replaster 
old or damaged walls at less cost. No 
chipping, roughing, or scratching is 
necessary before application. Small 
folder answers questions about this 
plaster. Nu-Wall Manufacturing Com- 
pany, 923 N. 19th Street, Milwaukee 
13, Wis. 


83. Aluminum Windows. Advan- 
tages and selling points of Metalart 
precision aluminum windows are 
given in an attractive two-color 
folder. Sketches show installation de- 
tails and construction data. The 
Metal Arts Manufacturing Company, 
Inc., P. O. Box 4144, Atlanta, Ga. 


84. Fir Plywood. “ ‘Picture Pretty’ 
with Douglas Fir Plywood” contains 
many illustrations, some full color, of 
ways to dress up and remodel a home 
with this plywood. Sales story is in- 
cluded. The Douglas Fir Plywood 
Association, Tacoma 2, Wash. 


86. Wood Preservative. Descriptive 
literature tells the story of treating 
lumber against termites and decay 
with Penta-Preservative and Penta 
WR. Actual photographs compare 
treated and non-treated woods and 
show how preservatives reduce swell- 
ing and checking. The Chapman 
Chemical Company, Memphis 3, Tenn. 


88. Asbestos-Cement Building Prod- 
ucts. Shingles and Wallboard: Full- 
color illustrated folders on “Century” 
Asbestos-Cement Roofing and Siding 
Shingles; also illustrated folders with 
application information on “Century” 
APAC Sheets. Write Keasbey & Mat- 
tison Company, Ambler, Pennsyl- 
vania. 


90. Gypsum Wallboard and Sheathing. 
Certain-teed Products Corporation, 
Ardmore, Pennsylvania, has pub- 
lished a new catalog covering its gyp- 
sum sheathing and wallboards, their 
advantages and uses. The 20-page 
book gives detailed instructions for 
applying sheathing and the various 
types of gypsum wallboard. It also 
describes in detail the laminated gyp- 
sum wallboard system and the fiber 
tape joint system used for treating 
joints between wallboard panels. A 
section of the catalog is also devoted 
to a description of the manufacture of 
gypsum wallboard and sheathing. 


92. Ornamental Iron. Catalog sheets 
contain actual photographs of in- 
Stallations of various pieces and de- 
signs of Coffman stock ornamental 
ironwork. The Rail-O-Graph with 
chart for determining railing pitch 
for steps is included. Model number 
and prices are given for each model. 
The R. G. Coffman Company, Inc., 
P. O. Box 1113, Orlando, Fla. 





How to 
SEAL a 


rooting contract 


Ruberoid, always first with the best in 
Asphalt and Asbestos Roofing and 
Siding, now has the added dis- 
tinction of being first in the roofing 

field with the Good Housekeeping 

“Seal of Approval.” 


The seal that often means a sale now 
gives added distinction to Ruberoid’s famous 
interlocking, wind-defying Tite-On Shingles. 


As Advertised In... 
Backing you up in your corner when the bell rings is 
a powerful advertising campaign in such magazines as 
Good Housekeeping, Better Homes & Gardens, Time, 
Country Gentleman, Successful Farming, and 
others... all designed to pre-sell your prospects on 
Ruberoid products and pave the way for your sale. 


How to Sell With the Seal... 
A Ruberoid sales manual which tells the “Guaranteed by 
Good Housekeeping” story shows step by step the 
tests that were made before Ruberoid rated the 
Seal. It’s a powerful, convincing sales help that will 
clinch more Ruberoid sales for you. 





Cash in now on this tremendous 
sales boost Ruberoid is giving you. 
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backed by powerful consumer advertising: they 
can add many dollars fo your present volume 


DESCRIPTION: MIRACLE Tub-Caulk dries to a white glossy velvet-like DESCRIPTION: MIRACLE Black Magic ADHESIVE is not just “another 
waterproof finish within one hour on any surface. Does not yellww even glue.’ It is a heavy-bodied solvent-type mastic — black in color as the 
under continued use of harsh scouring powders, grease, acids, or alkalis. name implies—which sets without heat or pressure to a strong, lasting 
Unlike conventional sealers it contains no lime, cement, plaster of paris, waterproof bond. Don’t compare Black Magic to any transparent cements, 
or drying oils . . . it is 100% resin. It will remain elastic, pliable, pastes or glues now in your store. It is as different from these as day 
and sufficiently soft, expanding or contracting with the joint it seals. and night — both in properties and uses. Only Black Magic will do the 

iob permanently — indoors or out. 


APPLICATIONS: APPLICATIONS FOR HOUSEHOLD USE: 
Use MIRACLE Black Magic ADHESIVE to eliminate 


tubs er sinks and walls. 


Use MIRACLE Tub-Caulk for filling cracks between bath. , =e drilling — bonds soap dishes, towel racks, ete. direct 
jt 


to tile and other type walls 


Use MIRACLE Black Magic ADHESIVE to fasten rubber 


Use MIRACLE Tub-Caulk between window or door frames i gaskets, strips, and bumpers on car doors, refrigera- 
and tile or plaster walls. » ! tors, ete. 


-e. Use MIRACLE Black Magic ADHESIVE to replace loose 
Use MIRACLE Tub-Caulk for sealing channels and mould. PHA tiles in walls, floors, mantels, tables, ete. 
ings which held tileboard wherever dampness or moisture fat 


is a factor. 
Use MIRACLE Black Magic ADHESIVE to act as a lock- 


washer or expansion bolt to keep bolts and nuts in 
place and to stop rattling 


Use MIRACLE Tub-Caulk for waterproofing around showcr 


stalls. Use MIRACLE Black Magic ADHESIVE to replace mirrors 


in compacts — bond glass, ete. 


1 THE BUILDING FIELD 


CONCRETE STAR SsPLAgu Back f ' 
To bond door saddles and thresholds to concrete or © To attach metal or plastic moulding fo sink or To mount nameplates, paper towel dispensers, 
metal floors — also fo bond abrasive stair treads | counter tops — use TYPE M, To install linoleum on metal or clay tile — or metal sheeting for splash- 
without necessity of drilling, use TYPE M. sinks and counter tops or in damp areas—use backs and table fops, use TYPE M. 


214 EAST 53rd STREET + NEWSRR N. OY 
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in Certain-teed Thick Butt Shingles | ee ee 


RED BLEND 
BLUE, BLEND 
“ 4 | LIGHT SLATE BLEND 
* Grained and plain surfaced. em entapenienssetesneiniaios 
BROWN BLEND 
* Produced by the famous OVERLAY method. | LAWN GREEN 
BRICK RED 


*® MILLERIZED» to insure long life. | GRAY GREEN 





‘Bouts. Cortain: teed | ASPHALT ROOFING + SHINGLES + SIDINGS 


a a ASBESTOS CEMENT ROOFING AND SIDING SHINGLES 


Quality made Certain...Satisfaction Guaranteed | —evpcu pi asteR « LATH = WALLBOARD + ROOF DECKS 
CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 





ACOUSTICAL TILE INSULATION — FIBERBOARD 
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see 48" wide. " senting 
standard lengths 6 to 12 ft. $1 12.0, Rendon al Mi 





Which of these Fast-Selling 
PLASTERGON WALLBOARDS 


will your next customer want? 


ECONOMY 

A let of value at low cost. 
Smooth finish both sides. 4 ply 
3/16” ...48” wide...6 te 
12 ft. long... 42 panels per 
bundle, me 5 





EBONY ory ger LOCKAIRE 

¥,” asphalted underlay board. ¢ ¥,” and 25/32” Asphaltic 
30” x 48” (100 sq, ft. per eabldacctee Woche dealt boord. 48” wide... 7 to 12 
bundle). Also standard panels _— one side, 48” wide. . . 6 to re gm one side. 48" = ft. long .. . Also v-foint panels 
48” wide, 4 to 12 ft. long. 12 ft. long . . . Bundles of 10. at . 6 to 12 ft. long . 2'x8’. 25/32 building beards, 


Be prepared for any customer requirement with 
the most complete wallboard line available today 


Plastergon furnishes and you can sell boards of all types 


PI ASTERGON . «. pebbled, 2-colored, insulating alphalic, 
underlay, and plain finish. 


Plastergon furnishes at least one board in each of the 
VW. IIb re | following thicknesses . . . 1/10", 1", 3/16”, 4", 
a Ooaras $/16", Y", and 25/32”. 
Plastergon furnishes boards in a wide variety of sheet 
sizes .. . and in planks and ceiling tile as well. 
THE PLASTERGON WALLBOARD COMPANY 


, Pl has th tc lete li hel 
P. ©. Box 40, Station B, Buffalo, N. Y. Yes, Plastergon has the most complete line to help 


you meet all of your customers’ needs. Write or 
phone today for full details. 
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BEST 4 
FOR MORE PROFITS SELL THE 
") DISTRIBUTED 
PRODUCTS 


— wa 
rT 
pe pook 





RCLAY 
WALL 
PANELING 


: chm 








Fence Posi FOLLANSBEE 











ennse 


Bese” 


SEAMLESS 
<c Kali 
cow ysuit! 
pwr ase | 
Leet \ . 





SSirco Distributed Products are Nationally Advertised— 
successful merchandise that has a reputation for quality 
... products that satisfy your customers, bring them back 
for repeat business! 

SSirco offers you generous profit margins coupled with 
completeness of line. Fifteen SSirco Warehouses give you 
Overnight Delivery or Drive-in Pickup, cutting inven- 
tory investment. Stock SSirco Distributed Products for 
bigger sales, higher profits! Write today for details! 








it’s EASY TO SELL THE BEST... 




















TRI-DEM SCORING .. . exclusive 
Barclay feature gives three di- 
mensional effect .. . real tile-like 


appearance! @PRESDWOOD MOULDINGS 


ET THE ACCESSORY BONUS! Barclay 
Accessories average 40% extra 
profit on every tileboard order! Stock and 
sell Barclay Paneling and Accessories for 


bigger business! Write today for details! 











Mastic Cement 


Dealers like Barclay Paneling because 
it means higher profits, satisfied cus- 
tomers, repeat sales! Applicators like 
Barclay Paneling because it’s quickly 
and simply installed. Most important, 
Homeowners want Barclay Paneling 
for its smart, modern appearance, 
smooth, easy-to-clean surface, and 
extreme low cost! 


Barclay Paneling is ideal for homes, 
stores, and offices. It’s available in 
three surface designs... Tile Pattern, 
Solidtone, and Stream-Lined. Get Big- 
ger Sales, offer Barclay’s Three Way 
Savings ...low price . .. low installa- 
tion cost... no expense of painting 
or redecorating. 








Divider 


MOULDINGS 


Inside Corner ¢ ti g 


Outside Corner 


He @ALUMINUM _ tdsing 
Mullion _ 


Tub Moulding 


Lp 





es 


a OR 


ENGEL | 


souip-core 74” poors 


STABILIZED CORE 





Menger hardwood Stabilized Solid Cores are 
deeply slotted both with and across the grain to 
absorb expansion and contraction internally with- 
out changing the dimensions of the door. The en- 
tire poplar core assembly is tongued-and-grooved 
into the dove-tailed wedge-locked hardwood frames, 
with enough tolerance to absorb stresses. 

Designed and built to withstand severest condi- 
tions, Mengel Solid-Core Flush Doors are better. 
Get all the facts. Write today for new full-color 
A.LA. descriptive catalog, including specifications. 
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build big dollar volume 
_ selling © . 


i 


ee, 
Tein Pr 
Oe ra ec nnrs 


FOR THE BUILDER, the payoff is in better plaster and concrete . . . for 
the dealer, your payoff is bigger volume with this quick-turnover superior 
white aggregate. 

Tensulate Perlite is a fast seller because it’s easy to handle, lasts longer, 
looks better. This uniform, cellular aggregate weighs but one-tenth as much 
as sand. It handles and mixes easier and faster, goes on smoother, dries out 
rapidly, requires no “wetting down” as you work with it. 

Tensulate Perlite makes a tough plaster, crack-resistant and resilient. You 
can saw through it, nail into it .. . it doesn’t deteriorate. It is white, fire- 
proof, vermin-proof, moisture-repellent, and has a smooth, bleached sur- 
face, perfect for finishing. 


Dealers like to sell Tensulate Perlite because there’s a growing demand that 


means rapid turnover, low cost inventory. It is light, white, and easy to 
handle. Remember too . . . Tennessee’s brand-name TENSULATE is the 
mark of quality building products. 


From the makers of Tensulate Mineral Wool. 


TENSULATE 
CHARCOAL INSULATION 


TENNESSEE 


PRODUCTS & CHEMICAL 


NASHVILLE, TENNESSEE 


TENSULATE 
PERLITE 





PARAL Sti ae 


BIT 





Jotben You've got to have plenty of line to 
corrall consistant sales. To complete 


: your line, to bulldog the big orders—handle the popular 
line. You cGhijcéunt on Murray in the fan business. It’s the 


) line that counts. 


MURRAY 24° | 
Window Fan 


Most versatile fan made. 

Especially designed for 

apartments offices and 

smaller homes. Light 

weight — easily portable 

— attractive appearance 

blends with any home interior. 

Removable guard-screen made to protect 

tiny fingers— PATENTED, dieformed dynamically 

balanced blades—economical, quiet, 2-speed operation. Ivory and 
inless steel. Available in 20" direct or 24” belt driven sizes. 


MURRAY 
Horizontal 
Attic Fan 


Flat-as-a- flounder, hor- 

izontal mounted, verti- 

cal discharge fan for 

low pitched roofs. Car- 

ries unconditional 5- 
year guarantee (except for belt and motor). Sizes 24" with 4 hp. 
motor to 48" and °4 hp. 

Housing heavy-gauge steel —frame “seamless, die-formed 
tubing." Torrington, PATENTED, perfectly balanced blades — 
sealed ball bearings with permanent lubrication. All Murray Fans 
are fully certified. Also available in vertical mounting, horizontal 
— discharge package units 24" — 48”. 


A few territories open 
For full details, prices and literature 
Write to H. C. Biglin Company Sales Agents 


THE DEPT. 8-1 
D. of TEXAS 


SALES AGENTS te 


H.C. BIGLIN co. 4,. 


177 HARRIS ST.N.W 





ATLANTA,GA 





Associations serving Building Supply Dealers in 
Southern and Southwestern states—and served 


by SOUTHERN BUILDING SUPPLIES 


Alabama Building Material Exchange—519 Stallings Building, 
Birmingham 3, Ala. Executive Secretary: Mrs. Mary K. Harless. 
Tel. 7-3195. President: W. Thornton Estes, Birmingham, Ala. 


Arkansas Association of Lumber Dealers—727 Pyramid Building, 
Little Rock, Ark. Secretary: E. DeMatt Henderson. Tel. 8283. 
President: George Packard, Fort Smith, Ark. 


Carolina Lumber and Building Supply Association—114 Builders 
Building, Charlotte, N. C. Secretary-Manager: E. M. Garner. 
Tel. 2-4921. President: J. C. Cauthen, Rock Hill, S. C. 


Florida Lumber and Millwork Association—2218 Edgewater 
Drive, Orlando, Fla. Secretary-Treas.: Mrs. Marie M. Bennett. 
Tel. 2-3761. President: R. D. Morris, Jacksonville, Fla. 


Kentucky Retail Lumber Dealers Association—Knott building, 
Lebanon, Ky. Secretary: Donald A. Campbell. Tel. 74. Presi- 
dent: Sam Levy, 12th at Breckinridge, Louisville 10, Ky. 


Louisiana Building Material Dealers Association—528 Florida 
Street, Baton Rouge, La. Secretary-Manager: R. Needham Ball. 
Tel. 2-4080. President: Ruford H. Smith, Lafayette, La. 


Building Material Merchants of Georgia—1925 Ponce de Leon 
Avenue, N. E., Atlanta, Ga. Counselor: Joseph G. Rowell. Tel. 
CRescent 6455. President: W. R. Bedgood, Athens, Ga. 


Lumbermen’s Association of Texas—Second National Bank Build- 
ing, Houston 2, Tex. Executive Vice-President: Gene Ebersole. 
Tel. PReston 9157. President: John R. Armstrong, Amarillo. 


Middle Atlantic Lumbermen’s Association—1528 Walnut Street, 
Room 1123, Philadelphia 2, Pa. Executive Director: Robert A. 
Jones. Tel. PEnnypacker 5-5377. President: Claude 6. Ryan, 
Lancaster, Pa. 


Mississippi Retail Lumber Dealers Association—650 South State 
Street, Jackson 5, Miss. Secretary-Treasurer: E. B. Lemmons. 
Tel. 3-2077. President: Earl M. Jones, Jackson, Miss. 


National Retail Lumber Dealers Association—302 Ring Building, 
18th and M Streets, N. W., Washington 6, D. C. Executive Vice- 
President: H. R. Northup. Tel. NAtional 6757. President: 
Clyde A. Fulton, Charlotte, Mich. 

Oklahoma Lumbermen’s Association—815 Leonhardt Building, 
Oklahoma City, Okla. Industrial Manager: W. M. Morgan. Tel. 
7-0338. President: Paul Leonhard, Oklahoma City, Okla. 
Southern Sash and Door Jobbers Association—209 Sterick 
Building, Memphis 3, Tenn. Secretary-Treasurer: Clark E. 
McDonald. Tel. 8-4588. President: M. C. Davidson, Houston, Tex. 
Southern Wholesale Lumber Association—McMillan Bank Build- 
ing, Livingston, Ala. Secretary-Manager: Robert F. Darrah. Tel. 
3051. President: Arthur C. Bishop, Louisville, Ky. 
Southwestern Lumbermen’s Association—512 R. A. Long Build- 
ing, Kansas City 6, Mo. Secretary-Manager: Allan T. Flint. Tel. 
Victor 2265-6. President: C. D. Burkholder, McPherson, Kan. 
Tennessee Building Material Association—711 Broadway, N. E., 
Knoxville 17, Tenn. Secretary-Manager: R. 0. Brownlee. Tel. 
2.0185. President: Fleming Smith, Nashville, Tenn. 

Virginia Building Material Dealers Association—3303 Monument 
Avenue, Richmond 21, Va. Secretary-Manager: Harris Mitchell. 
Tel. 6-1749. President: L. R. O'Hara, Yorktown, Va. 

West Virginia Lumber and Builders Supply Dealers Association— 
P. 0. Box 1589, Fairmont, W. Va. State Secretary: Sam H. 
Diemer. Tel. 364. President: Charles Badger, Parkersburg. 
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Kentucky 


Dear Sirs: 


I feel it my duty 


Sealkoatt an 


I've be 


That’s customer 
satisfaction . .. 


the kind 
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September 20, 1950 
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ide, wor 


+t had been ap 
1 undercoat No ro 
e enamel coat. ‘ 
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dealers 
turn to 
profit! 


Mr. Bryant’s letter is more than a handsome tribute 
to two Pee-Gee products. It typifies the long- 
standing and ever-growing response from the con- 
tractors in the field . .. whose income depends upon 
the kind of job they do for their customers. 
Sealkoatt and Flatkoatt are great products... 
but no more so than all the rest of the top-quality 
Pee-Gee line—such as Onekoatt House Paint, One- 


PEASLEE-GAULBERT 


Serving the South Since 1867 


APRIL, 1951 


koatt Semi-Gloss and Onekoatt Enamels. And for 
the ever growing needs of color-minded customers, 
Pee-Gee offers dealers the Library of Colors and the 
new Flatkoatt Deep Tones! 

We’d like to talk with you, man-to-man, about 
the profit advantages of handling the Pee-Gee line. 
Why not write now? Some 
dealerships are open. 


PAINT & VARNISH COMPANY 


223 N. 15th Street. Louisville, Kentucky 
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A RULE AND A SCREW DRIVER 
‘AND ANYONE CAN INSTALL A GETTY OPERATOR 





Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement opera- 
tor or staybar with a new Getty 


operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty operators proudly 
and profitably. They are used on 
more casement windows in America 





[ 


than all other operators combined. 
And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A leading 
product! A tidy profit! Customer 
satisfaction! What more could you 
ask for? 


Write for our descriptive brochure C. 
It contains complete information on 
our three types of operators (internal 
gear, external gear, horizontal drive) 
and our specialty hardware for every 
type of wood and metal casement. 








Permits 100% 
window opening! 


No need toremove 
screens and dis- 
turb blinds when 
opening or clos 
ing windows! 





& Co., Inc. 


3348 NORTH 10th STREET + PHILADELPHIA 40, PA. 
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BUILDING SUPPLIES 


Address Mail fo Editorial and Business Offices 
806 Peachtree St., N.E., Atlanta 5, Ga. 
DONALD L. MOORE, Editor 
HELEN MATTHEWS, Assistant Editor 
T. W. McALLISTER, Editorial Director 
BARON CREAGER, Southwestern Editor 
1305 National City Building, Dallas 1, Tex. RAndolph 7673 


FRANK P, BELL C. M. GRAY J. A. MOODY 
Business Manager Asst. Bus. Manage Production Manager 








This Month's Main Features 


How Long-Bell Trains Future Managers 
Makes Friends with Gift of House Number 
Attic Fan Sales Yield Additional Profits 
Training a Sales Team in Five Years 
Recreation Rooms Add Profitable Volume 
Developing a Home-Owners’ Department 
Lantz Finds Photography a Funful Hobby 


Classified Reading Matter 


Editorial: Convincing Story of Free Enterprise 
Washington News of the Month 

Federal Regulations that May Affect You 
News of the Month for the Industry 

Lumber Outlook and Supply Situation 
Association Activities and Convention News 
Product Parade of the Month 

Dealers in the News by States 

One Dealer’s Opinion: Kentuckian Taylor 





Copyright, 1951, W. R. C. Smith Publishing Co., Atlante, Ge. 


NB P| CCA] 


Pubtieeed monthly and mailed without cha to the wholesale and 
retail lumber and building material dealers in the 18 Southern and 
Southwestern states and the District of Columbia. To all others 
there is a subscription price of 25 cents per copy or $2.00 per year. 


CONTROLLED CIRCULATION AUDIT 
NATIONAL BUSINESS PUBLICATIONS 


Business Representatives 
BOSTON: J. D. Parsons, 185 Jerusalem Road, Cohasset, Mass. 
CHICAGO: Charles E. Smith, 333 North Michigan Avenue. Tel. 
Central 6-4131. 


CLEVELAND: W. G. Sheehan, 2516 Gasser Blvd., Rocky River 
Station, Cleveland 16, Ohio. Tel. Edison 1-0856. 

GASTONIA, N. C.: W. C. Rutland, P. O. Box 102, Tel. 7995. 

LOS ANGELES: L. B. Chappell, Auditorium Building, Tel. Michi- 
gan 9849. 

NEW YORK: Gerard Teasdale, 78 Manhattan Ave., New York 25, 
Tel. Murray Hill 2-4959. 


Published Monthly by 


W. R. C. SMITH PUBLISHING COMPANY 
Atlanta and Dalton, Georgia 


Publishers Also of 


SourHerRn Hagpwake TexTILe INDUSTRIES 
SOUTHERN AUTOMOTIVE JOURNAL Sout 


ELgecTgicaL Sours 
HEBN Power & INDUSTRY 


w. J. pons , President ; Ricuagp P. SMITH Boempsive Vice-Prest- 

dent; T. " MCALLISTER First Vice-President ; zi W. O'BRIEN, 

Vos Pristéont: . E. C. Smite, Vice-President ; * "A. SHARPLESS 
‘rh reasurer ; A. F. Roperts, Secretary. 
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fis a Cea 


to sell the new 
Hunter Package Fan 





Complete, compact 
unit is easily 
installed in any attic 


Every home owner a prospect 


® The market for Hunter Fans is tremendous! Every home 
builder, every home owner is a prospect for this compact, 
powerful cooling unit. 

These modern fans give efficient home-cooling at the 
minimum installed cost, and are being used in homes in 
Installation is simple and inexpensive. 
all in one unit that re- 


all price 
Fan, motor, and suction box are 
quires only a ceiling opening in hallway and less than 18” 
clearance in attic. Four models, ranging from 4700 CFM 
to 9500 CFM—ratings certified. Quiet, powerful, depend- 
able. Backed by Hunter’s 64 years of experience in manu- 


ranges. 


facturing highest quality fans. 


Write or wire for catalog and 
name of nearest Hunter distributor. 


HUNTER FAN AND VENTILATING CO., 
394 S. Front St., Memphis, Tenn. 


PACKAGE ATTIC FANS 
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BUILDERS PREFER 


INSULITE® 2 1 


over the next leading brand of insulating sheathing 


Wuen a building materials product is preferred 
by a majority of contractors, that means some- 
thing. But when a recent survey showed Chicago 
contractors preferring INSULITE BILDRITE SHEATH- 
ING 2 to 1 over the next leading brand of insulatin 
sheathing — and as many contractors prefe 
BrvpriTE as all other brands of insulating sheath- 
ing combined — that means product leadership! 

Listen to what these Chicago builders had to 
say: “BILDRITE stands up best’... “BILDRITE 
is the toughest of them all”... “More rigid” 
.. . “Best for structural and insulation qualities.” 
And remember, you don’t need corner bracing 
with 4’ BrLpRITE. 


BIG PROFITS FOR DEALERS! 


And Chicago is no exception . . . INSULITE’s 
tremendous acceptance among builders every- 
where, is bringing greater profits to dealers 
throughout the country. Are you profiting from 
INSULITE’s leadership? If you’re not already an 
INSULITE dealer, get complete information today 
about INSsULITE’s full line of quality products 
and their sound and reliable sales policies and 
practices. See your INSULITE wholesale distributor, 
or write direct to INSULITE. 





7 ; 


INSULITE DIVISION 5 wen 
MINNESOTA AND ONTARIO PAPER COMPANY gt MINNEAPOLIS 2, MINNESOTA 
“"MANDO)) 


4 : 4-5) *Reg. T. M. U. S. Pat. Off, 
Mode of Hordy WEG) Northern Woods : 
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A CONVINCING STORY - IF IT'S TOLD 





66 HY try to sell me on the advantages of 

our free enterprise system?” a reader 
asks. “I don’t need to be sold, As a business man 
I’m naturally opposed to a socialistic state.” 

Such comment is to be expected. Why, indeed, 
should much space be devoted to this subject in a 
business magazine? It’s like “carrying coals to 
Newcastle.” Or like preaching the evils of non- 
observance of the Sabbath to a congregation of 
people who attend church services regularly. 

There are few if any readers of this publica- 
tion, it may be assumed, who are adherents of 
Marxism, who favor more gov- 


effort—and the taxpayers’ money—to trying to 
convince the public that they are not only neces- 
sary but should expand, add more personnel, as- 
sume more duties and responsibilities. 

Civilian employees of the Federal government, 
increasing at the rate of more than 2,000 a day, 
now total more than 214 million—as compared 
with less than a million prior to the last war. 
With their families they can be, and doubtless 
are, a most potent factor working for the mainte- 
nance and expansion of government controls. 

In the face of the propaganda broadcasted by 

some of these government agen- 





ernment controls and less free- 
dom for the individual, or who 
need to be “sold” anything in 
the way of ideas on political 
economy. 

But behind the counters in 
our stores and shops and at the 
desks in our offices are people 
who are susceptible to the lure 
of socialistic propaganda. And 
entering these stores and shops 
and offices each day are others 
who favor the welfare state. 

So perhaps we all need to be 
reminded, occasionally, of the opportunity and the 
obligation to tell the economic facts of life to our 
employees and to others with whom we come in 
contact each day. 

We need to do this, for one thing, just to coun- 
teract the propaganda which we help to pay for— 
the publicity and news releases emanating from 
various government agencies. 

It is estimated that government “intelligence” 
reports cost the taxpayers of this country some- 
where between one and two hundred million dol- 
lars annually. Much of it is pure propaganda. 
Often it is designed to sell socialistic ideas, The 
Department of Agriculture has devoted much ef- 
fort to trying to put over the Brannan farm plan. 
The Federal Security Agency has been largely re- 
sponsible: for the effort to sell us on socialized 
medicine. Other government agencies are grind- 
ing out publicity on the need for more Federal 
power projects, more Federal Housing, more gov- 
ernment controls over rents, wages, working 
hours, prices. 

Instead of confining their attention to admin- 
istering the controls already intrusted to them, 
such agencies often devote much of their time and 





cies and the political pressure 
exerted by their employees, 
what chance is there to main- 
tain our free enterprise system 
—or what is left of it—unless 
business men generally become 
active, vocal exponents of this 
system? 

We have such a wonderful 
story to tell, if only we will tell 
it! The story of an America 
whose wealth and per-capita 
production far surpass that of 
any other nation. The story of 
an America which built upon the solid foundation 
of our free enterprise system, is now a mighty 
fortress protecting all the free people of the world 
against communism. 

In striking contrast, there is the pitiful story 
of what can happen to such a fortress under social- 
istic control. For as is well known, Great Britain, 
after five years of socialism, is reduced to such 
“austerity” as was not known even during the 
dark days of the war. The food ration includes 
one egg per person per week. Stocks of many raw 
materials are at dangerously low levels, Railroads 
have operated far in the red ever since they were 
nationalized. 

And there is the convincing story of what hap- 
pens in this country, when government takes over 
the functions of private business enterprise. As in 
banking, for instance, as exemplified in the scan- 
dalous lending operations of the RFC. 

You, the readers of this page, are aware of 
these facts, of course. But are you doing your part 
in telling the facts to your employees and to others 
with whom you come in contact? Let’s all jump 
in the fight to keep the stars and stripes from 
being replaced by the banner of the welfare state. 


~~ S 


XX 
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All the New Features 
your customers want- 


ASBESTONE 


ASBESTOS-CEMENT BUILDING PRODUCTS 


ASBESTONE ROOFING SHINGLES Oa 


mi 
FINISH COLORS 


Wood | Greer : if | ° \ Fireproof 


Grain | Black e- 

White - 4 Weatherproof 
Smooth | Red oe 4 E 
Gayanafy =6SC(stisSsésTermitteproof 
ae ee | | 7 sONO Painting 
ASBESTONE SIDING SHINGLES ae No Upkeep 


Straight} Wood White 














Blends 
Wavy Wood Green- 


\ Edge Grain Buff-tone n - . Insulating 


<a 


tone 


Blends 
pow 


| Edge Grain 








ASBESTONE Super "G ‘ 


CORRUGATED 
\ ROOFING and SIDING 
Light Weight— 
\ Amazing Strength 
\ 6” Corrugations 
Makes a faster- 
draining roof 
Looks like tile— 
Pos. wears like rock 
= CHOICE OF COLORS 
Tile Red — Natural Gray 





ASBESTONE CORPORATION 
5300 Tchoupitoulas Street - New Orleans 15, La. 
Specialists in Asbestos-Cement Building Products tor over 25 Years 
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FUTURE retail-store managers, 
retail division executives, and 
other key men are being trained 
now for the Long-Bell Lumber 
Company’s line of yards. 

Leslie G. Everitt, vice-president 
and general manager of Long- 
Bell’s retail division, initiated the 
progressive plan in July, 1949, at 
division headquarters in Enid, 
Oklahoma. The training program 
was designed to attract and hold 
young men of executive caliber. 

Its aim is to infuse into each man 
within the space of a few years 
the “know how” that normally re- 
quires 10 to 15 years to absorb. 

Because their company is ex- 
panding too rapidly for promotion- 
within-the-ranks to supply man- 
agers, Long-Bell executives feel 
that such a program is practical in- 
surance against the lack of well- 
trained executives in years to 
come. 

In planning the program with 
John F. Everitt, assistant general 
manager of the retail department, 
Leslie Everitt has provided on- 
the-job training for trainees 
throughout the far-flung Long- 
Bell retail enterprises. 

“We start from the beginning 
with men who are already slanted 
in the right direction—by virtue of 
a college education, previous ex- 
perience with building materials, 
or with some similar qualifica- 
tion,” asserted Tom Hope, mer- 
chandising manager, who shares 
in administration of the program. 

“Our first 12 trainees, for ex- 


TRAINS FUTURE 
MANAGERS 


ample, were all college men and 

most of them were partially 

familiar with lumber yard and 

building material store operation. 
“Each trainee applicant under- 

goes a screening, which consists of 

a series of interviews with com- 

pany executives and department 

heads, before being assigned in the 

program. As an attraction, we of- 

fer a rate of pay during the train- 

ing program commensurate with 

the higher skills and advanced 

education of each 

young man. And 

as a_ particularly 

juicy plumb, we 

offer the oppor- 

tunity to reach an 

elevated executive 

position within a 

number of years.” 


The Long-Bell 
trainee keeps a 
notebook handy at 
all times as he 
learns yard opera- 
tion during his “on- 
the-job” _ training. 
Yards in the Long- 
Bell empire are 
chosen as “training 
grounds” for some 
special operation, 
such as_ efficient 
financing or large- 
scale contracting 
activities, 
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All of the original trainees 
spent 14 weeks at the retail divi- 
sion headquarters of the Long- 
Bell Lumber Company in Enid. 
During these weeks, each put in a 
two-week training period in such 
basic departments as plumbing 
supplies, hardware, paint and wall- 
paper, sporting goods, and ap- 
pliances. 

From the retail sales floor, they 
moved to spend two weeks each in 
(See FUTURE MANAGERS page 90) 








CAPITALIZING on a complete 
residential re-numbering pro- 
gram in Montgomery, Alabama, 
the Peavy Lumber Company has 
created good-will by sending out 
sets of house numbers as a “sur- 
prise gift.” 

H. O. Peavy, Sr., and H. O. 
Peavy, Jr., developed this idea to 
draw attention to their complete 
building materials store and gen- 
eral contracting services. It was 


started at a time when the re- 
numbering program had gained 
the height of public attention. 


“Whenever we receive an order 


for building materials of any kind, 
we make up a set of brass numer- 
als to correspond to the address 
given, mount these on wood 
plaques, and include them with 
the order when it is delivered to 
the customer,” explained the junior 
Peavy. “The mere fact that he is 
getting something for nothing nor- 
Mally appeals to the customer, 
while the timeliness of the gift, to 
put proper identification on his 
house, adds an extra appeal.” 
Under the re-numbering pro- 


A pleasant surprise 
gift of a house 
number mounted 
on a plaque greets 
each customer of 
the Peavy Lumber 
Company in Mont- 
gomery, Ala., when 
orders of supplies 
are delivered. The 
gift is especially 
appreciated since 
the city recently 
re - numbered all 
homes and business 
property. H. 0. 
Peavy, Jr., hands a 
customer his gift 

personally here. 
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gram, the Alabama capital city is 
doing away with a house number 
situation that “just growed” like 
Topsy. 

Due to rapid growth following 
World War I, and to the construc- 
tion of private roads that later be- 
came public streets, address num- 
bers have been in a _ haphazard 
order. 

The result was that frequently 
streets appeared in which no two 
numbers were in sequence, and an 
entirely different block of digits 
would be found on streets running 
parallel to each other. The new 
plan calls for a street number ev- 
ery 15 feet, in every block in the 
city, so that there may be as many 
as four numbers on a 60-foot lot. 

“Even apartments, formerly, des- 
ignated by numbers from 1 to 10, 
will now have a separate street 
address, ranging from two to four 
digits,’ Peavy pointed out. 

It requires only a few minutes 
to make up a “number plaque” in 
a small shop at the rear of the 
Peavy store. The company’s large 
stock of numerals ordered for this 
purpose is kept in bins at the rear 
of the store. Plaques, cut from 
scrap plywood, are kept in a pile 
ready for quick use. 

Finished plaques are carefully 


wrapped in heavy paper and sta- 
pled skut to protect them against 
scratching or other damage. The 
home-owner can easily pull off the 
brass numerals and tack them di- 
rectly to his own siding—although 
many use the plywood plaque. 

Peavy said that his firm will put 
out thousands of these numerals, 
which, at a cost of a few cents each, 
have built more good-will than any 
other single promotion. 

“We are getting many addition- 
al lumber and building materials 
orders from people who have been 
told by their friends of the numer- 
als gift,” he asserted, “Most of the 
customers who make up this in- 
creased volume, we are sure, are 
purchasers who might never have 
otherwise heard of us.” 

This idea also has increased 
drop-in trade, since many custom- 
ers have come by to express their 
appreciation for the gift. 

“We've solved a problem that 
many dealers may have without 
knowing it,’ Peavy commented. 
‘“‘We have found a way to eliminate 
‘profit leaks’ in the form of pilfer- 
age of small hardware items, tools, 
and other little merchandise.” 

Since the attractive Peavy show- 
room is located within a short dis- 
tance of several building projects, 
the store is usually “as busy as a 
country grocery store,” as Peavy 
put it. 

At first, it seemed that there 
could be no pilferage problem to 
contend with, since the customers 
mostly were apparently honest 
home-owners, But it soon was no- 
ticeable that the turnover on small 
tools—such as files, wrenches, 
hammers, drill bits, and screw- 
drivers—was greater than could be 
accounted for at the cash register. 
Similarly, paint brushes, locks, 
hinges, window catches, and other 

(See HOUSE NUMBER page 78) 





ATTIC FAN SALES 


yield added profits from New and Old homes 


AN EXCELLENT source of profits 
for building material dealers that 
has hardly been tapped in many 
towns is the sale of electric pro- 
peller fans: Attic fans. Window 
fans. Kitchen ventilating fans. 

The cooling of houses and indus- 
trial buildings during the summer 
is becoming as important and 
necessary a part of modern living 
as is the heating of these build- 
ings during the winter. 

Although the public is becoming 
increasingly ‘‘cool conscious” a 
large potential market still re- 
mains to be sold on summer cool- 
ing with propeller fans. Electric 
fans admirably meet the resi- 
dential demand for good ventila- 
tion and for cool houses during hot 
weather. ‘They are relatively easy 
to install, low in original cost, and 
low in upkeep costs. 

The building supply dealer 
makes a natural outlet for attic 
fans because he knows construc- 
tion and installation procedures. 
He has contacts with those in- 
terested in making their homes 
more comfortable, He deals with 
builders and architects who are 
now confronted with a more edu- 
cated market and, therefore, are 
seeking features that will make 
their sale of new homes easier. 

First, let’s see what an attic fan 
does after it is installed. As you 
probably know, the hot summer 
sun beats down upon the roof all 
day and raises the attic tempera- 
ture to as much as 135 degrees. 
This heat radiates throughout the 
house. When the sun goes down, 


No. 1 — SELLING 


outside temperatures go down, too 
—from 15 to 25 degrees. 

However, heat remains stored 
up—far into the night—in the at- 
tic, in the walls, and in furniture 
throughout the house because 
there is usually no breeze strong 
enough to cool the house. The 
stagnant, stuffy air hanging in 


A popular new type 
of attic-fan instal- 
lation is seen at 
top of page. The 
fan unit is located 
centrally in the 
house — usually in 
a hallway. A hand- 
some shutter—like 
that being operated 
at right — permits 
the fan to draw hot 
air out of the 
house, as well as to 
push hot air out of 
the attic. Through 
open windows this 
draws cool air into 
the house below. 
The chain operates 
the fan timing de- 
vice and the shut- 
ters automatically 
open when the fan 
is running and they 
close when it stops. 
Photographs fur- 
nished by Viking 
Air Conditioning 
Corporation. 
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ELECTRIC FANS 


the house makes it difficult for oc- 
cupants to sleep. 

With an attic fan installed in 
the house, heat is banished in 
minutes. The attic fan exhausts all 
of the hot daytime air from the 
attic. Then the attic fan draws out 
all the stuffy air hanging in the 
house. Through open windows 








comes cool night air and soon the 
house temperature drops to that 
of the outside. 

Comfortably cool sleep is as- 
sured. And, with a complete air 
change every minute or two, 
healthful fresh air keeps the house 
cool. 

Attic-fan installations should be 
made to fit the type of dwelling. 
For houses with floored, tight at- 
tics, the fan may discharge through 
an existing attic window or 
through an opening made for the 
purpose—either in an end wall ora 
dormer. In either case, the air is 
discharged directly to the outside, 
and the attic acts as a suction 
chamber. 

The fan should be protected 
from the weather by louvers or a 
rain-hood. 

For flat-roofed houses, a pent- 
house or cupola is connected di- 
rectly to the finished ceiling open- 
ing by an air shaft. 

In houses with unfinished attic 
spaces, the fan unit can be located 
near the ceiling opening. The fan 
thus discharges into the attic space 
and then to the outside through 
properly located and sized louvers. 

Fans exhausting directly to the 
outside should be located so as to 
discharge with the prevailing 
wind. Fans exhausting into the at- 
tic should be located over a cen- 
tral hall—or central room if there 
is no hall—so that all rooms to be 
ventilated can be reached. 

The rate of air change depends 
upon the climate, locality, and 
preference of the user. A net air 
change of once a minute is gen- 
erally satisfactory in the South. 

The proper size of fan is selected 
by dividing the cubic content of 
the house by the desired air 
change. The result is the cubic feet 
per minute moved, and a certified 
fan rated to deliver this CFM 
should be used. 











Vertical Discharge 


All belted units can operate in a 

horizontal position, discharging ver- 

tically. This solves installation prob- 

lems in many modern homes having 

limited attic clearances. Diagrams 

through courtesy of the Hunter Fan 
and Ventilating Company. 
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A “Certified Rating” label of the 
Propeller Fan Manufacturers As- 
sociation on the fan gives assur- 
ance that the fan has been tested 
according to the air-measuring 
method of the National Association 
of Fan Manufacturers, Therefore, 
its CFM rating stands for the 
actual amount exhausted, not for 
the amount stirred up. 

Bulletin No. 52 gives more de- 
tailed instructions on_ selection 
and installation. It is free from the 
Propeller Fan Manufacturers As- 
sociation, 2159 Guardian Building, 
Detroit 26, Michigan. 

In selling attic fans, the dealer 
should focus his attention on old 
middle- and upper-income cus- 
tomers—reaching them through 
personal solicitation and direct- 
mail advertising. 

To share in the profits, the 
building supply dealer must pro- 
mote the benefits of fan owner- 
ship. He should know all of the 
features of the fans he is handling 
and what each type will do. He 
should keep well supplied with the 
consumer literature of manufac- 
turers, and with their helps for 
newspaper, magazine, and radio 
advertising. 

To sell attic fans, a dealer should 
emphasize the complete cooling 
comfort that a fan gives through- 
out the entire house and the re- 
sultant better health of its occu- 
pants. 

He should sell the fact that an 
attic fan prevents moisture from 
spreading and that the length of 
life of the house is thereby in- 
creased and some costly repairs 
eliminated. 

He should emphasize the attic 
fan’s long life, long-run low cost, 
and low operating cost. 

Building contractors and archi- 
tects should be urged to install at- 
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Basement 


If basement windows are _ large 

enough to provide ample exhaust, 

this location is sometimes preferred. 

Enclose stairwell and locate fan 

under stairs (removing risers) or on 
one side. 


tic fans during the construction of 
homes since installation is so much 
easier and cheaper then. With an 
estimated $6 billion of new dwell- 
ings going up in 1951, dealers in 
attic fans should find selling the 
building trade profitable. 

Full-scale fan promotion means 
work. But, it is work that will be 
more than paid for in greater fan 
profits. 








wate 


Suction Box 




















Because many attics are not sealed, 
it is necessary to use an airtight suc- 
tion box over a centrally located 
ceiling grille to assure the full effect 
of the fan in the rooms below. 





Attie Wall 


In homes where main portion of at- 
tic space is finished, unit may be 
mounted in partition wall, discharg- 
ing into unfinished attic space. Fan 
is installed in the shipping crate. 


a: 

















Attie Stairway 


Fan is connected with an enclosed 
portion of the stairwell. No ceiling 
grille is required, attic door is 
opened when fan is operating. Valu- 
able attic floor space is saved. 














Gable Installation 


When the attic is finished, making it 

airtight, the fan is often installed 

behind a manual shutter or metal 

louver in the gable. Entire attic 

serves as a suction box for opening 
in attic floor. 
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How this Floridian in five years 
developed a successful materials 


SALES TEAM! 


IN FIVE YEARS the Crabtree 
Lumber Company in Jacksonville, 
Florida, has perfected a building 
supply business from the ground 
up—without a single person in the 
initial organization having had 
previous experience in the manu- 
facture, selling, or servicing of 
lumber and building materials! 
The methods that have been fol- 
lowed by the executive, sales, and 
service staffs in educating them- 
selves in the business and the suc- 
cess which has attended these ef- 
forts make an interesting story, 
which culminated in the recent 
completion and official opening of 
a new office and sales store. To- 
gether with four new warehouses, 
it attracts trade at 1820 Kings 


Plywood and other building 
materials are built into the 
new store of the Crabtree 
firm in Jacksonville, Fla., 
so customers may see how 
they look “installed.” The 
floor displays are arranged 
to promote sales action. The 
building is flooded with 
fluorescent light for easy 
seeing of merchandise and 
the factory display posters. 
It also is air-conditioned. 
The roof is of White Top 
marble roofing, which the 
company distributes. Large 
windows invite “shopping.” 


By C. E. WRIGHT 


Avenue in Jacksonville, on U. S. 
No. 1 highway down the East 
Coast of Florida. 

The Crabtree Lumber Company 
was established in 1946, and in 
July of that year a small lumber 
and supply business was pur- 
chased at the company’s present 
location. Walter R. Crabtree, who 
has figured largely in the devel- 
opment of residential sub-divisions 
in the Jacksonville area, initiated 
the business primarily to supply 
his building operations. They have 
included Lakewood, a suburban 
village of more than 400 homes, 
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Raymond O. Crabtree, above, 
is the energetic vice-president 
and general manager of the 
Crabtree Lumber Company— 
and president of Jacksonville’s 
Hoo-Hoo Club. He and the 
staff have become building 
supply merchants by practi- 
cal training courses and sales 
meetings, held night and day. 


47 apartment houses, and a shop- 
ping center; and another apart- 
ment development at North Main 
and 38th Streets. On U. S. High- 
way 17, the latter project has re- 
cently been converted into a motor 
court. With 123 bedroom units, 
it will be the largest mote] in 
Florida. 

These building operations after 
World War II gave the Crabtree 
Lumber Company the initial vol- 
ume that was necessary to become 


(See SALES TEAM! page 30) 





RECREATION ROOMS 


bring in 40% of this dealer’s sales! 


By BEATRICE MILLER 


BY SHOWING home-owners how 
they convert their unused, unfin- 
ished basements into attractive 
recreation rooms at a budgeted 
cost they are able to meet, the 
Annandale Lumber Company in 
Annandale, Virginia, have in- 
creased their yearly sales volume 
about $30,000. This is two-fifths 
of their total volume! 

Within the last six months, this 
dealer’s sales volume from such 
home improvements as recreation 
rooms, porches, attic rooms, win- 
dow valances, and cornices marked 
an increase of approximately 331% 
per cent. _% j 

“Find out first what the cus- 
tomer wants and what he is able 
to spend,” advises Manager O. M. 
(Bud) Hodgkiss. His years of ex- 
perience in building materials and 
interior decoration afford custom- 
ers a tremendous advantage in get- 
ting the fine results they are 
after. 

“With the customer’s ideas in 
front of you, show him the varie- 
ty of materials on the market, how 
he can make combinations, how 
much he will need and what it is 
going to cost him. Lay it all out 
for him, tell him how to go about 
it step by step, and assure him 
that you will help him out if he 
gets stuck. And you will have one 
inspired home-owner after anoth- 
er dropping around to see what 
you can do for him.” 

That is what happened around 
this rapidly growing Virginia 
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town. There was no special pro- 
motion centering about this type 
of home improvement. The An- 
nandale Lumber Company an- 
nounced its opening only last 
June, ran ads in the town and 
country newspapers on the lumber 
and building materials it had for 
sale, sent postcards out from time 
to time of specials it had put out. 
But nothing on home improve- 
ments! 

Then one day a neighbor walked 
in with a plan in his hand. He had 
an almost square basement, 25 by 
20 feet, and wanted a _ built-in 
stairway and a_ built-in bar. 
He indicated where the meters, 
valves, and oil heater were. He had 
no idea what materials he needed 
but knew he could not afford the 

(See RECREATION ROOMS pace 76) 


Manager O. M. Hodg- 
kiss, right, of the An- 
nandale Lumber Com- 
pany inspects the re- 
creation room made 
by his customer of 
pine, fir, and birch, as 
seen in top picture. 
Below, he points out 
building methods to 
another “rec” room 
prospect. The store’s 
walls and counter 
suggest materials. 





Many customers come to the Annandale Lumber Company because they 

know that they can get complete details for building any home project to 

save labor costs. Here Manager Hodgkiss shows the customer in his own 
home how to cut cypress panels for the ceiling. 


SOUTHERN BUILDING SUPPLIES for APRIL, 1951! 





Customers suggest stock items for this 


HOME-OWNERS’ DEPARTMENT 


A HOME-OWNER in Tulsa, Okla- 
homa, who knows he must do 
something about that leaking roof 
—but doesn’t know what he really 
wants—is quite apt to think first 
about the ‘“Home-Owners Service 
Department.”’ Because if he has 
been exposed at all to the advertis- 
ing of the Huggins Material and 
Supply Company, he knows that 
he can obtain building advice in 
this firm’s special department. 

The Home-Owners Service De- 
partment is located at the right 
rear of the showroom. It consists 
of a large display panel of tools on 
the left, some 40 bins of hardware 
and supplies at the right, and rows 
of paint and accessories below. 

Its outstanding feature, accord- 
ing to President Olaf Huggins, is 
that it contains “most wanted” 


The Huggins Material 
and Supply Company’s 
new retail store is 
located on a suburban 
highway near Tulsa, 
Okla., in an excellent 
position to “stop traf- 
fic.” Fluorescent light- 
ing is stepped up at 
night to flood all dis- 
plays with about 50 
foot-candles of light. 


items, suggested by customers. 

Huggins has given this special 
department a reputation for meet- 
ing any tool or material need of all 
customers. His idea for assuring 
sales is to stock those materials 
his customers want—and the best 
way to find out what they want is 
to ask them. 

“It is a simple matter to stock 
many hand tools, hardware, and 
cther materials because they sell 
well throughout the country. But 
there is no guarantee that what 
sells in one place will move as 
profitably in another,” Huggins 
pointed out. “Therefore, we have 
let our customers shape the inven- 
tory in the Home-Owners Service 
section.” 

The three salesmen assigned to 
this special department have con- 


Salesman Roy Hen- 
derson chats with a 
customer about an 
item that this cus- 
tomer suggested for 
stocking in the 
Home - Owners 
Service Depart- 
ment. Personnel of 
this Tulsa, Okla., 
firm have found 
that by keeping a 
record of merchan- 
dise requested and 
by asking for sug- 
gestions from cus- 
tomers, the stock in 
this popular de- 
partment is turned 
over about two 
times faster than 
originally expected. 


scientiously kept a record of every 
customer’s request. These requests 
are tabulated at the end of the 
week and used as a source of de- 
termining what materials to buy 
and stock, and in what quantities. 
Only a few items are considered 
“standard enough” to be carried 
without requests. 

For example, the 30 hand tools 
displayed on the 6x8-foot plywood 
panel were all added to the stock 
as enough home-owners requested 
them. Among these tools are 
brace and bits, trowels, hammers, 
hand saws, levels, miters, planes, 
T-squares, screw drivers, 
box and end wrenches, shears, 
scrapers, paint-removing _ tools, 
brushes, clamps, hacksaws, jig 
saws. 

(See HOME-OWNERS page 33) 


rules, 
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SALES TEAM! 
(From page 27) 


firmly established and to acquire 
representation for various mer- 
chandise lines. 

Raymond O. Crabtree, brother 
of Walter, became associated in 
the venture as vice-president and 
manager. In selecting his staff, he 
considered aptitude, willingness to 
study and learn, a good basic edu- 
cation, and a desire to get ahead 
as the primary qualifications. Not 
a single person was hired who had 
previously been in the building 
supply field! 

College graduates were not giv- 
en preference, but four of the staff, 
including Raymond Crabtree, are 
university alumni. Two are from 
the University of Florida, while 
the other two have engineering de- 
grees from Georgia Tech and New 
York University. A requisite was 
that all staff members be willing 
to go ‘‘back to school.” 

For a starter training program 
in the industry, Raymond Crab- 
tree obtained the services of an 
engineer who specializes in build- 
ing estimating work. He conducted 
a 10-weeks’ course, one night a 
week, in which he planned and 
built a house step by step, ex- 
plaining each operation from the 
foundation footings up to the roof. 

His students were taught how 
to figure a job, what materials 
were required, how to avoid the 
pitfalls and other essential details. 
At each session there was a ques- 
tion and answer period for review- 
ing the instruction that had been 
given the week before. 

After this initial instruction pe- 
riod, the night classes were con- 
tinued, one each week for two or 
three hours. Factory representa- 
tives were invited to address these 
classes and explain the operation, 
use, and servicing of their own 
products. Moving-picture demon- 
strations have frequently accom- 
panied these talks, with a question 
and answer period afterwards. 

When factory representatives 
were not available for these edu- 
cational meetings, an article in a 
building magazine or trade paper 
was the subject of discussion. Top- 
ics at these meetings are varied. 
Sometimes they relate to the prob- 
lems that crop up in the day’s 
work, to better methods of selling, 
or to servicing. 

“These meetings,’ says Ray- 
mond Crabtree, “have stimulated 
a thirst for knowledge among our 
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people. Not content with what we 
have learned from factory repre- 
sentatives and others, some of us 
have taken correspondence courses 
and others have attended night 
classes at the Jacksonville School 
of Technology.” 

From these meetings has 
emerged careful group considera- 
tion to the addition of new lines. 
When a manufacturer’s represent- 
ative solicits the Crabtree Lum- 
ber Company’s business for a line 
not handled, he is given an oppor- 
tunity to appear before a sales 
meeting. If a majority of the sales 
staff believe the line can be sold, 
it is taken on. Thus no one man’s 
opinion governs such decisions. 

Another innovation that has de- 
veloped from these frequent dis- 
cussions is a home economics de- 
partment. With Sue Graham in 
charge, this department has main- 
ly to do with kitchen and laundry 
equipment. A couple come in who 
want to remodel their home. Miss 
Graham consults with them and 
goes out to look at the house, take 
measurements, and work out a 
plan that will fit the space and the 
requirements. 

She also shows home-owners 
how to use appliances. If it is an 
electric range that the housewife 
has never used, she goes to the 
home and puts on a cooking dem- 
onstration. Miss Graham will do 
a bit of laundry to show how a 
washing machine or an _ ironer 
works. She also sells—not over- 
looking an opportunity to suggest 
an electric mixer, a new radio or 
television set, or some household 
appliance that may be lacking in 
the home. 

This department of the business 
is being featured in the company’s 
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“If my wife comes in with any 
more changes, pretend you're deaf 
and not too bright.” 


advertising. Now that homebuild- 
ing is on the decline due to credit 
restrictions, the Crabtree Lumber 
Company is promoting repairs and 
modernization to take up the slack. 

All salespeople work on an in- 
centive basis at Crabtree’s. They 
are paid a commission, on top of 
their salaries, on all sales over a 
given amount. 

Opening of the new store on 
March 19 provided the first op- 
portunity for the visual selling that 
the company had long been plan- 
ning for. 

The new store was designed to 
display and demonstrate the ma- 
terials sold there. 

The store building is 30 by 124 
feet. About 3,500 square feet of the 
space is used for display purposes, 
and the remainder for private of- 
fices in the rear. Rest-rooms are 
provided for customers. 

The one-story building is of con- 
crete block construction with a 
White Top marble roof. There is 
side and rear parking space for 
50 cars. 

In addition to the new store, the 
company built four new ware- 
house buildings, so that it now oc- 
cupies eight buildings, including 
three old ones. 

One new building, 40 by 74 feet, 
is devoted entirely to millwork, 
including kitchen cabinets. Small 
orders for odds and ends of wood- 
work are also handled in its work- 
shop. 

The other new buildings, each 
24 by 96 feet, are used for lumber 
storage. 

Among the lines sold by the 
Crabtree Lumber Company are 
Hotpoint major appliances; Gen- 
eral Electric radio, television, and 
traffic appliances; Coolair venti- 
lating fans; Fedder air-condition- 
ing units; Coleman space heaters, 
the U. S. Gypsum Company’s com- 
plete line; Truscon casement win- 
dows, reinforcing bars, wire mesh 
and metal lath, and H. B. Davis 
paints. 

Although the Crabtree Lumber 
Company got its start largely as a 
beneficiary of the real-estate de- 
velopments of the Walter R. Crab- 
tree Company, it has expanded its 
activities in the building supply 
field to the extent that by last 
month it had 280 charge accounts 
on its books. 

And Raymond O. Crabtree, its 
manager, who knew nothing of the 
lumber trade a little more than 
five years ago, has won the re- 
spect of his competitors by being 
elected president of the Jackson- 
ville chapter of the Concatenated 
Order of Hoo-Hoo. 
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CLIFF LANTZ is more than a 
shutterbug—because photography 
is practically an avocation with 
him, and not just a hobby! 

If he ever found it necessary or 
desirable to retire from his profit- 
able position as _ president of 
George Weimer and Sons, Inc., 50- 
year-old building supply firm in 
St. Albans, West Virginia, he 
probably would have little diffi- 
culty in getting a job as a press 
photographer — especially where 
color shots would be required. For 
color photography is his “long 
suit.” 

Mention Cliff's hobby to his 
wife, the former Maude Garrett, 
who fell in love with him while she 
was attending Marshall College in 
Huntington, and she will tell you 
the house is running over with 
prints and slides of photos that 
Cliff has snapped in such varied 
places as Sarasota, Fla., Niagara 
Falls, N. Y., Williamsburg, Va., 
and New York City. 

For four years Cliff Lantz has 
made moving pictures of the St. 
Albans high school football games 


Lantz finds fun and fame with 


to help the coach in training his 
squad. 

At the annual convention of the 
West Virginia Lumber and Build- 
ers Supply Dealers Association in 
Charleston last month, Lantz 
snapped many pictures of speak- 
ers, officers, and delegates at large. 
Incidentally, he was president of 
the state dealer group in 1940 
while he was general manager of 
the Logan Planing Mill Company. 

Lantz-shot photos that Cliff 
prizes most are some full-color 
ones snapped of animals and actors 
in Sarasota, Fla., at the winter 
quarters of Ringling Brothers 
Circus. Others include pictures of 
the handsome old homes in the 
Williamsburg (Va.) restoration, 
and of sparkling Niagara Falls. 

To get good pictures—especially 
color shots—it takes good photo- 
graphic equipment. And Cliff 
Lantz has it. His wife surprised 
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COLOR 
PHOTOS 


A St. Albans, West Virginia, 
building material dealer, Clifford 

Lantz, at left, is engaged in 
his favorite pastime—color pho- 
tography. Amateur Lantz has ac- 
quired professional skill with 
still and motion cameras. His 
model here is his favorite—Mrs. 
Lantz. Below are black-and-white 
copies of beautiful scenes he 
snapped in color. Below are 
rugged Seneca Rocks in West Vir- 
ginia. At top is the Washington 
Monument as glimpsed from the 
Jefferson Memorial in Washington. 


him with “the camera of his 
dreams” as a Christmas gift in 
1949. It’s a Kodak Medalist II that 
uses No. 620 rolls of film to turn 
out eight 244x3% prints, It has an 





Ektar 3.5 lens, which is plenty fast, 
and it’s equipped with flash gun, 
range and view finders. 

Lantz had been using a 35 mm. 
Argus C-3 and a 16 mm. Bell and 
Howell automatic load. Then he 
purchased the 35 mm. B & H 
Foton. But the latter is more 
trouble for him to use than the 
Argus C-3! 

Although he achieves beautiful 
shots with all of his equipment, 
Lantz does no developing or 
finishing. ‘If I should take up that, 
I would have to spend ALL my 
time with photography—and busi- 
ness would suffer TOO much!” 

Photography isn't Clifford L. 
Lantz’ only avocation. He also has 
a superb baritone voice, which he 
developed as a youngster in his 
native Huntington. After training 
under good teachers, he served as 
choir director and soloist at the 
Baptist Temple. He now is a solo 
member of the First Baptist 
Church choir in St. Albans. Furth- 
ermore, his wife, daughter, and 19- 
year-old son also are members of 
that choir! Clifford Garrett Lantz, 
the son, is a student at Denison 
University in Ohio. 

The senior Lantz attended pub- 
lic schools in Huntington, and 
then studied at the West Virginia 
Business College. He began work 
at the age of 15 with the Hunting- 
ton Sash, Door and Trim Com- 
pany. He _ subsequently became 
sales manager of the Carolina 
Lumber Company in that river 
city. Then he was called over to 
Logan as general manager of the 
Logan Planing Mill Company. 

After working so long “for the 
other fellow,” he aptly called on a 
venerable friend, the owner of 
George Weimer and Sons in St 
Albans, to help him locate a lum- 
ber yard to buy. And to his sur- 
prise a few weeks later, Weimer 
offered to sell him this well- 
established building supply deal- 
ership. Lantz incorporated and 
took over the firm on January 1, 
1946. 

He became a member of the 
Rotary Club in Huntington—and 
has been devoted to this service 
organization ever since. He was 
active in Huntington, Logan, and 
now in St. Albans. He served as 
president of the St. Albans Rotary 
Club in 1948. He now serves as 
president of the St. Albans Cham- 
ber of Commerce. 

But whatever spare moments 
Lantz has from his business and 
civic and choir duties, you will 
find him out with his family or 
friends snapping pictures! 
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FAT MAN ... everybody 


loves him. but not for long? 


ALL FLESH is grass, saith the 
Bible, but too rank a growth of 
flesh is a crop that the grim reaper 
harvests early. 

If you load yourself with fat you 
load the odds against you in the 
mortality tables. 

Life insurance statistics prove 
it, your doctor will attest it, and 
you can confirm it by your own 
observations. How many people 
over 60 do you know who are fat? 

This is a scare article—but it 
needn’t frighten the merely plump, 
or even the slightly poddy. The 
life insurance actuaries allow a 
margin of 20 per cent overweight 
before putting up a_ warning, 
“Dangerous Curves.” 

That 20 per cent is a general 
average to cover differences in 
build — big-boned, small-boned, 
lanky, and stocky folk. And with- 
in that 20 per cent of overweight 
your expectancy is almost—though 
not quite—as good as that of the 
normal-weighted individual. But 
above that, your fatness is obesity 
and the obeser you get the thinner 
is your chance of long life. 

Let’s look at what happens to 
the mortality rate of people over 
thirty-five when they bulge be- 
yond that 20 per cent margin. 
(Overweight before 35 is infre- 
quent and apparently doesn’t af- 
fect the mortality rates for that 
age bracket.) 

“Normal” weight for a man of 
average build is 150 pounds, for a 
woman, 125. So when the 150- 
pound man is 25 per cent over- 
weight he has added 37 pounds, 
and the 125-pound woman has 
added 31 pounds of not too solid 
flesh. And with that 25 per cent 
of extra suet, they have fattened 
up their mortality rate by about 
40 per cent. 

Furthermore, the more fat they 
accumulate the more cumulative 
is the mortality rate. Forty per 
cent overweight increases the mor- 
tality by some 70 per cent. Fifty 
per cent overweight, which would 
be 225 pounds for the “average- 
build” man and 188 for the “aver- 
age-build’”» woman, means a mor- 
tality rate more than double that 
for normal weights, 

What do fat people die of? They 
die of the same diseases that 
normal-weight people do, but 
earlier and oftener. 

The great killers, beyond age 35, 


are heart disease, cancer, cerebral 
hemorrhage, nephritis, diabetes, 
and cirrhosis of the liver, in that 
order. With the exception of can- 
cer, these are the ‘degenerative 
Ciseases”—caused by the weakness 
or malfunctioning of the circula- 
tory system, the kidneys, liver, 
stomach, and other body organs. 

Again—with the exception of 
cancer, in which the mortality 
rate is about the same for fat or 
thin—these degenerative diseases 
all together carry off the fat at a 
rate about 40 per cent higher than 
that of the normal weights. 

Fat doesn’t cause these diseases, 
but it lessens the body’s resistance 
to them. Burdened with the job of 
pumping blood through a mass of 
extra adiposity, the overworked 
heart can’t feed the other organs 
proper sustenance for their normal 
task. 

And also there’s the fatty tissue 
around the heart and the deposit 
of fat in the arteries and veins that 
result from what the fatsos pack 
into their paunches. 

Most fat persons are fat because 
they overeat, and not because of 
glandular deficiency. Less than 5 
per cent of fat people are that way 
because of their endocrines. And 
even glandular cases can be con- 
trolled by diet. 


Dieting Dealers take heart! (If they 
call you “Skinny,” just turn the page 
and skip this.) Despite the happy 
countenance of the fellow seen here 
—and he apparently has been made 
happy in this way often—this article 
proves that passing up the pie is 
worth it in the long run. 
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(From page 29) 


Only a few of the tools are used 
by the professional woodworker, 
so the inventory consists of fast- 
moving tools that the usual cash- 
and-carry customer asks for. 

“We add a tool or two every 
month,’ Huggins said, ‘Where 
customers have made a point of 
asking for it, an item is first 
bought in small quantities until we 
can determine how rapid its turn- 
over will be. It has taken much 
longer to build up this department, 
but we feel that we have our feet 
firmly on the ground and our sales 
results more than justify the cau- 
tion.” 

Except for certain basic items, 
all hardware materials were added 
through requests. The same is true 
of paints, brushes, and other ac- 
cessories, with only sparing 
amounts of odd-purpose paints 
that might remain too long on the 
shelf. 

Huggins started his system of 
stocking materials according to 
customers’ requests by asking each 
farmer, housewife, or other cus- 
tomer for suggestions. He ex- 
plained that the store’s purpose 
was to help them get everything 
they wanted. 


Most customers were flattered 
by this attention and cheerfully 
made suggestions. Later on, they 
felt a more personalized interest in 
the store—and especially its Home- 
Owners Service Department—so 
they frequently inquired how the 
item they suggested was selling. 

The first retail showroom of the 
Huggins Material and Supply Com- 
pany was built early in 1950. The 
$12,000 brick-and-glass building 
has a 40x25-foot floor space and 
maximum visibility on three sides. 

The attractive building has hard- 
surface parking space at the front 
and on both sides. It features an 
aluminum marquee extending six 
feet out around the building for 
weather protection. 

Inside walls are paneled with a 
variety of sidings and decorative 
panels that show the stock in use. 
The display fixtures also show off 
the various types of woods avail- 
able for workshop hobbyists. 

After years of dealing only with 
contractors and builders,” said 
President Huggins, “we have put 
a lot of emphasis on the small- 
order customer in our new show- 


Two easy ways to 


SPOTLIGHT PAINTS! 


SPRING-TIME is paint-up time! 
And with homebuilding slowed 
down by credit controls and 
emergency conditions, dealers can 
look to sales of accessories and 
paints—for maintenance and reno- 
vation purposes—to make up some 
needed sales volume. 


The Alabama “choo- 
choo,” seen above, 
was designed from 
packages of paints 
and supplies by 
Harvey Wallace, 
veteran employee 
of the Florence 
Lumber Company 
in Florence, Ala. 
He straightens up 
the “caboose” as 
Uhland Redd III 
stands by as “engi- 
neer.” The paint 
“train” attracted 
much _ attention — 
and customers — 
through the firm’s 
large display win- 
dow. William Mar- 
lowe, manager of 
the paint and wall- 
paper department, 
at right poses with 
a customer by the 
Stair-step display 
samples of the en- 
amel paints he sells. 


By using display aids and litera- 
ture supplied by manufacturers 
and trade associations, plus a dash 
or so of personal ingenuity, dealers 
can easily spotlight paints—as the 
Florence Lumber Company in 
Alabama has done, It pays to pro- 
mote paints now! 
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WHAT BASIC ITEM in the Ameri- 
can family’s budget actually is 
relatively lower than it was during 
the “base period” (1235-39) that 
has been used by the U. S. Bureau 
of Labor Statistics to figure the 
Consumer Price Index? 

ANSWER—Housing! 

Here’s the way the BLS in De- 
cember 50 found the cost-of-living 
score in relation to that for the for- 
mer base period: 


Base Period 
1935-1939 


33.9% 
Clothing 12.8 10.5 
Shelter 11.2 18.1 
Fuel 3.5 6.4 
House 

Furnishings 5.9 4.2 

Miscel- 

26.9 


laneous 
100.0% 100.0% 


TOTAL CONSTRUCTION ac- 
tivity during February was at a 
record peak for that month of the 
year, but it was due to the tre- 
mendous amount of public works, 
institutional, and industrial con- 
struction, Homebuilding activities 
began a downslide due to credit 
and material controls. The housing 
outlook is uncertain and confusing. 

And, according to H. R. North- 
up, executive vice-president of the 
National Retail Lumber Dealers 
Association, the housing outlook 
“will remain thoroughly confused 
and uncertain until the National 
Production Authority announces 
its housing goal for the months 
ahead.” 

Northup pointed out that the 
agency which controls the supply 
and use of building materials “so 
far has not accepted or taken any 
position on the figure of 800,000- 
850,000 non-farm starts advanced 
by the Housing and Home Finance 
Agency as its target in administer- 
ing housing credit controls. 

“Nor has NPA given any indi- 
cation as to how much steel can 
be counted on for housing con- 
struction. Materials shortages—or 
fear of shortages—may well prove 


New Base 
Period 


Food 34.6% 


32.0 
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a much greater deterrent to hous- 
ing construction than the credit 
regulations.” 


THE AIA—American Institute of 
Architects—sharply criticized the 
Veterans Administration, Public 
Buildings Service, the Atomic 
Energy Commission, and “other 
federal agencies” on March 22 for 
needlessly using scarce building 
materials which the government 
has ordered conserved for defense 
purposes. 

Explaining that the building in- 
dustry and its members in particu- 
lar had been asked to curtail use of 
certain critical materials, the AIA 
declared that “the government it- 
self is failing to make an all-out 
effort to save scarce materials.” 


CONGRESS, too, seems aware of 
the confusion over building con- 
trols and shortages. The House 
voted against taking action on the 
administration’s Defense Housing 
Bill (HR 2988). The Senate favored 
a greatly modified bill to that ad- 
vocated by the administration. The 
Senate Banking and Currency 
Committee reported a revised bill 
(S 349) that would carry half of 
the authorizations requested, and 
would tie up the use of federal 
funds for defense housing and com- 
munity facilities. Its principal pur- 
pose is to provide rental housing 
in designated defense areas only. 

This action, however, raises the 
question of how the present non- 
defense housing program can be 
maintained when the Title II mort- 
gage authorization is exhausted. It 
may be depleted by the end of 
April so that building in non-de- 
fense areas would be drastically 
reduced. 


WITH RALPH R. KAUL as 
chairman, an Inter-Agency Com- 
mittee has been set up to recom- 
mend areas in which residential 
credit restrictions should be re- 
laxed to encourage homebuilding 
for military families and defense 
workers. The committee is com- 


prised of representatives of the 
Departments of Defense and La- 
bor, the HHFA, and the Federal 
Security Agency. 

Upon designation of a critical de- 
fense housing area, such as those 
at Paducah, Ky., and in the Sa- 
vannah River hydrogen bomb de- 
velopment, the Federal Reserve 
Board and the HHFA administrator 
will consider relaxing local credit. 


AN ADVISORY COMMITTEE of 
13 building officials and engineers 
has been formed to advise the Re- 
search Division of the HHFA on 
the administrative and legal prob- 
lems of building codes and regu- 
lations, The main purpose, accord- 
ing to HHFA Research Director 
Richard U. Ratcliff, is to figure 
ways to conserve critical materials 
during the defense period. 

The Local Housing Regulations 
Branch of HHFA’s Division of 
Housing Research has just issued 
its second report in execution of 
the Standardized Building Codes 
and Materials Section of the Hous- 
ing Act. This new report tabulates 
and maps the municipalities, states, 
and counties that have official 
building codes, and it indicates 
which national or regional code 
the governmental entity follows. 


THE SMALL BUSINESS Com- 
mittee of the U. S. House of Rep- 
resentatives currently is conduct- 
ing a series of meetings throughout 
the nation to find out the real 
problems ef small business firms. 


Norman O. Cruver, above, is top 
price executive for the Lumber 
and Wood Products branch of the 
Office of Price Stabilization in 
Washington, D. C. Cruver is on 
leave of absence as president of 
the Wheeler-Osgood Door Com- 
pany, of Tacoma, Wash. 
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BEFORE THIS is read, new inter- 
pretations, amendments, and dele- 
gations probably will make some 
of these Government Control 
paragraphs out of date. But, at 
press time, this was the line-up 
of regulations that may affect your 
business. 

Office of Price Stabilization of- 
ficials continue to confer with rep- 
resentatives from industries to dis- 
cuss proposed price regulations to 
cover particular commodities and 
services. Certain industries, such 
as the paint industry, are hopeful 
of OPS establishing a manufactur- 
er’s GCPR that would permit es- 
tablishing ceiling prices on an op- 
tional base date price or that price 
plus monetary cost increases. 

OPS officials already have ruled 
that under Section II of GCPR, the 
manufacturer may—where agricul- 
tural commodities not under price 
control have increased in price— 
add that portion of the price in- 
crease, in dollars and cents, to es- 
tablish the ceiling price of his 
product. 


Amendment No. 2 to GCPR was 
issued to prevent manufacturers 
and wholesalers from taking ad- 
vantage of isolated sales before the 
freeze. The GCPR is applicable to 
them only if the deliveries at the 
price they charged amount to 10 
per cent or more of their dollar- 
value deliveries to a class con- 
sumer. 


Amendment No. 5 to GCPR 
makes it clear that some deliveries 
must actually have been made at 
the increased price before they can 
charge the iacrease to the retailers. 

To limit use of above-ceiling 
prices, it is recommended that all 
retailers insist upon endorsement 
of each purchase invoice with the 
following stipulation: 

“I (we) hereby certify that the 
price for each item shown on this 
invoice is no higher than our ceil- 
ing price for that item as estab- 
lished under the terms of the Gen- 
eral Ceiling Price Regulation, as 
amended. 

“Signed 


” 





New Ceiling Price Regulations 
for specific industries have been 


CONTROLS that 


may atfeet Your Business 


issued for automobiles (CPR 1); 
hides (CPR 2); soft coal producers 
(CPR 3); anthracite coal (CPR 4); 
iron and steel scrap (CPR 5); fats 
and oils (CPR 6); retail consumer 
softgoods (CPR 7); cotton (CPR 8); 
territories and possessions order 
(CPR 9); soaps and cleansers (CPR 
10). 

Under the current GCPR ruling, 
which still covers most sales by 
building material dealers, they are 
not required to send in any price 
list to OPS. But the GCPR does 
require that a price list be on file 
in a dealer’s office for inspection 
by customers and federal officials. 


Credit Regulation X was amend- 
ed March 19 to exempt from the 
regulation prohibitions any real- 
estate construction credit extended 
prior to a date 32 days after new 
construction is completed. The 
amendment provides that a builder 
or other person who had made 
substantial commitments or under- 
takings with respect to certain con- 
templated construction may apply 
before April 15 to a Federal Re- 
serve Bank for an exemption on a 
hardship basis. 

The National Production Au- 
thority last month increased the 
field offices to act on applications 
for authorization to start commer- 
cial construction under NPA Con- 
struction Order M-4 to include 
NPA offices at El] Paso, Hartford, 
Houston, Memphis, Miami, New 
Orleans, Pittsburgh, Providence, 
Salt Lake City, San Antonio, and 
Jacksonville, Fla. These cities also 
have NPA offices that can process 
construction applications: Rich- 
mond, Atlanta, Kansas City, Dal- 
las, Denver, Baltimore, St. Louis. 


NPA Construction Order M-4 
was amended March 20 to allow 
department stores to alter or im- 
prove their buildings at a cost of 
25 cents per square foot of the oc- 
cupied space within a 12-month 
period. Hotels were more clearly 
defined, and the amended order 
emphasizes the need for NPA au- 
thorization to build hotels and 
tourist camps, but not for apart- 
ment houses and private homes. 

A revision of NPA Regulation 4 
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—the MRO order that permits use 
of DO-97 ratings for maintenance, 
repairs, and operating supplies— 
is expected any day. The first or- 
der was so loosely drawn that few 
suppliers could provide materials 
needed to fill such rated orders, 
particularly for the scarcer items 
of steel and paper. 

Such rated orders can not be 
originated by dealers for their cus- 
tomers—only for theniselves. But 
dealers can obtain a DO-97 certifi- 
cation from customers to pass on 
to wholesalers or manufacturers. 

The procedure simply is to type 
on to the purchase order this state- 
ment and have the purchaser to 
sign it: “DO-97. This certification 
is extended for Maintenance, Re- 
pairs, and Operating Supplies.._..” 

Priorities assistance for the pe- 
troleum and gas industries is pro- 
vided by NPA Order M-46. 
Through the use of certain forms 
approved by the Petroleum Ad- 
ministration for defense, the rating 
DO-48 may be used by operators 
to obtain steel casing, tubing, and 
drill pipe for normal operating 
equipment, starting July 1. Opera- 
tors may immediately use a DO- 
48E to obtain these supplies for 
emergency purposes in drilling oil 
and gas wells. 


Experienced Men 
Lumber Price Aides 


Unlike the situation in OPA dur- 
ing and after World War II, the in- 
dustry is represented by experi- 
enced men in the price control set- 
up during this defense era. 

As director of the Forest Prod- 
ucts Division of the Office of Price 
Stabilization, John D. Mylrea, of 
Wausau, Wis., has over-all authori- 
ty. However, he is specializing in 
lumber and wood products. 

His assistant director is primari- 
ly concerned with pulp, paper, and 
paperboard. He is Walter A. Dam- 
toft, of the Champion Paper and 
Fiber Corporation, Canton, N. C. 

Norman O. Cruver, of Tacoma, 
Wash., is head of the Lumber and 
Wood Products Branch of the OPS 
Forest Products Division. He is as- 
sisted by the following business- 
men in the several sections: 

Hardwoods—Lawrence D. Kel- 
logg, president of the L. D. Kellogg 
Company, Alexandria, La. 

Southern and Eastern Softwoods 
—Thomas O’Melia, Scotch Lumber 
Company, Fulton, Ala. 

Western Plywood and Veneer— 
Philip Garland. 

Eastern Plywood and Veneer— 
Thomas Owens 
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New Dealer Product Data Book 
Available: Useful Four Ways 


NOW AVAILABLE through state 
and regional associations affiliated 
with the National Retail Lumber 
Dealers Association is a brand- 
new merchandising tool—the Deal- 
er Product Data Book. It was 
planned and developed by the 
Products Data Committee of 
NRLDA through the cooperation 
of the Producers Council. 

It is an expansible post-binder, 
loose-leaf book. It consists of a 
hard cover binder, a stiff divider 
sheet for each major product or 
type of product sold by dealers, 
and individual data sheets (812x11 
inches) provided by principal 
building products manufacturers. 

This Dealer Product Data Book 
will be kept continually up to date 
by the issuance of new data sheets 
as the lines of material manufac- 
turers are revised or expanded. 
Additional data sheets will be pro- 
vided periodically through the 
state and regional associations that 
will supply the books to dealers. 

The cost of the Dealer Product 
Data Book is $10. This will cover 
the issuance of additional and 
future data sheets as manufactur. 
ers make them available through 
the Producers Council and the 
NRLDA. 

The Data Books will be useful 
to dealers in four ways, 

1. As an up-to-date catalog. 

2. As a counter price book. 

3. As an estimating aid. 

4. As a sales training and 
product information manual for 
new employees. 

The divider sheets are con- 
veniently indexed. Each contains 
selling information about the gen- 
eral uses or properties of the ma- 
terials or supplies in that data sec- 
tion. Blank divider sheets will be 
provided for dealers who wish to 
revise the index system for in- 
dividual purposes. 

The products in the Data Book 
are grouped by Classification 
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DEALER 
PRODUCT 
DATA BOOK 


Sheets into the following cate- 
gories: Lumber, Dimension, 
Boards, Finish, Wood Siding, Wood 
Floors, Wood Interiors, Plywood, 
Wood Specialties, Wood Shingles 
and Shakes, Millwork, Roofing and 
Building Papers, Specialty Wall 
Sidings, Insulations, Wallboards, 
Clay Products, Concrete Products, 
Hard Materials, Paints and Acces- 
sories, Glass Products and Acces- 
sories, Nails, Hardware, Electrical 
Equipment, Plumbing Supplies, 
Metal Millwork, Specialty Items, 
General Technical Data, 

The Dealer Product Data Book 
is the answer to a nation-wide de- 
mand for a counter sales book for 
retail lumber and building ma- 
terial dealers. Copies may be 
ordered from the local state or 
regional lumber and building ma- 
terial dealer association. 


Memphis “Clinic” on 
Low-Rent Housing 


The National Association of 
Home Builders will conduct a two- 
day round-table rental housing 
clinic in Memphis, Tenn., May 3-5. 

Builders from all over the na- 
tion will attend the meeting to 
learn about present financing and 
design obstacles in order to build 











more low-cost rental apartments. 

Several Memphis builders al- 
ready have finished apartments 
renting from $33 to $50 monthly. 

Special invitations will go to 
congressional leaders, mortgage 
brokers, architects, and others con- 
cerned. The meeting is one result 
of recent continuous meetings of 
industry and government leaders 
in Washington, D. C. 


Graves Now President 
of Huttig in Texas 


Creighton C. Graves has been 
elected president of the Huttig 
Sash and Door Company of Texas, 
Inc. 

He joined Huttig in St. Louis as 
a sales representative 18 years ago. 
He was made assistant manager 
of the Roanoke, Va., plant in 1940 
and sales manager of the Dallas 
branch in 1942, He was manager 
of the Dallas territory prior to his 
latest promotion. 


W. P. Atkinson, above, outstand- 

ing homebuilder in Oklahoma 

City, is the 1951 president of the 

National Association of Home 

Builders. He will participate in 
the Memphis rental clinic. 
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New Orleans Is Low, 
Washington Is High 


The city worker’s family budget 
last October ranged from a low of 
$3,453 in New Orleans to a high 
of $3,926 in Washington, D. C., a 
study by the Bureau of Labor 
Statistics of the U. S. Department 
of Labor revealed, 

The BLS family budget is 
described as providing a “modest 
but adequate” level of living for 
an urban worker’s family of four 
persons—an employed father, a 
housewife not gainfully employed, 
and two children under 15, The 
budget covers cost of goods, rents, 
services, personal taxes, Social 
Security deductions, and nominal 
allowances for occupational ex- 
penses and life insurance. 

Comparable costs of goods, rents, 
and services budget alone in New 
Orleans were $3,178 in October 
50; $3,064 in October °49; and 
$2,806 in June ’47. 

For Washington, D. C., com- 
parable costs of goods, rents, and 
services were $3,577 in October 
50; $3,467 in October °49; and 
$3,180 in June 47. 

Higher costs of rental housing 
were a major factor in the family 
budget’s cost during the past three 
years in most of the 34 cities sur- 
veyed. 

By city in the South and South- 
west, the estimated cost of goods 
rents, and services only were as 
follows: 


City October : October : June 

1950 : 1949 : 1947 

Atlanta, Ga. $3,495 $3,333 $2,926 
Baltimore, Md. 3,444 = 3,355 3,012 
Birmingham, Ala. 3,370 = 3,164 = 2,977 
Houston, Tex. 3,531 3,325 2,806 
Jacksonville, Fla. 3,451 3,352, 2,916 
Kansas City, Mo. 3,236 = 3,099 =: 2,807 
Memphis, Tenn. 3,457 2,981 
Milwaukee, Wis. 3,553 5 3,054 
Mobile, Ala. 3,190 2,999 
New Orleans, La. 3,178 i 2,806 
Norfolk, Va. 3,376 2,993 
Pittsburgh, Pa. 3,450 3,043 
Richmond, Ya. 3,520 2,974 
St. Louis, Mo. 3,323 2,999 
Savannah, Ga. 3,264 i 2,929 
Seattle, Wash. 3,477 3,124 
Washington, D. C. 3,577 3,180 





Building Union Rates 
Average $2.01 an Hour 


Union wage scales of workers in 
the construction industry of 12 
Southern states advanced 3.8 per 
cent during the fourth quarter of 
1950. On January 2, 1951, the 
scales averaged $2.01 an hour, ac- 
cording to Brunswick A. Bagdon, 


Southern regional director of the 
U. S. Department of Labor’s Bu- 
reau of Labor Statistics. The re- 
sults were derived from the bu- 
reau’s quarterly survey of seven 
selected building trades in 24 
Southern cities. 

Increases for union building 
trades workers in 16 Southeastern 
cities averaged 7.5 cents per hour. 
Increases for workers in eight 
Southwestern cities averaged 7.6 
cents an hour. 


Brickmason Competition 
Seheduled for May 


For the third year, the Brick- 
layers, Masons and Plasterers In- 
ternational Union is sponsoring its 
annual Brickmason Apprentice 
National Competition. It is de- 
signed to promote higher standards 
of apprenticeship training. The fi- 
nals will be held in Chicago, May 
18-26. 

Registered apprentices from any 
state who have not completed more 
than two years of training by June 
1, 1951, are eligible for one of at 
least four cash prizes, They will 
be judged on manipulative skill 
and workmanship. 


Marquette Progress 
Cited in Report 


The Marquette Cement Manu- 
facturing Company’s new million- 
barrel cement plant at Brandon, 
Miss. — scheduled for completion 
about September, 1951—will have 
a close-by outlet to the Mississippi 
river at Vicksburg. Here the ce- 
ment will be transferred to barges 
for servicing large-scale construc- 
tion work along the river. 

Henry W. Graupner heads the 
sales staff for the Brandon plant. 
His headquarters are in Jackson, 
Miss. He started his career with 
Marquette 27 years ago as a Sales- 
man in this area. 

Also on the staff are William L. 
Caughman, Raymond L. Marek, 
Willis D. Smith, and Ear] Buffaloe. 

Caughman has been a salesman 
in Mississippi for Marquette’s Her- 
mitage subsidiary for 14 years. 
Marek is now credit manager. Be- 
fore his promotion and transfer, 
he was chief assistant in the credit 
department in the general offices 
in Chicago. Smith formerly trav- 
eled the state five years for the 
Memphis office, and Buffaloe has 
spent nine years with the same 
branch. 

Marquette’s other major expan- 





HOW N.B.S. TESTS PAINT, ASPHALT COMPOUNDS 


At the special laboratory recently designed and constructed by the Build- 
ing Technology Division of the National Bureau of Standards, accelerated 
weathering tests play an important part in the formulation of specifica- 
tions for paints, asphalts, tars, etc. This new laboratory eliminates major 
difficulties that have in the past led to discrepancies in test results. Auto- 
matic control of all functions, and of the temperature and purity of the 
water within narrow limits, assures uniform operation at all times. 
Sample coatings are shown in test positions. The drum is revolved hori- 


zontally around the carbon arc, which produces the effect of several years 


of sunlight in a short time. Rain is simulated by a water spray at right. 


SOUTHERN BUILDING SUPPLIES for APRIL, 1951 


37 


. TN aa eee 





sion project is an addition to the 
plant in Des Moines, Iowa. This ad- 
dition will produce a minimum of 
500,000 barrels of clinker a year 
and will bring the total capacity 
at Des Moines to over 1,600,000 
barrels a year. Completion of the 
project is expected by May, 1951. 

In a full color, 28-page annual 
report, Marquette’s President W. 
A. Wecker announced that these 
additions, added to those previous- 
ly started, should increase cement 
production by “at least 12 million 
barrels” in 1951. 

A chart comparing price rises of 
cement to all building materials 
and to all commodities indicates 
that the wholesale price index for 
cement has risen considerably less 


than other items. With 1926 prices 
equaling 100 on the chart, cement’s 
wholesale price index rose from 
about 95 in 1941 to about 135 in 
1950. 

All building materials rose 
from about 118 to over 200, and all 
commodities in general from about 
95 to 160. 

The report comments that this 
situation reflects the fact “that ce- 
ment prices generally are based 
upon depreciation charges apply- 
ing to plant facilities built many 
years ago at costs far less than 
those of today and conse- 
quently total depreciation charges 
today are exceedingly low in re- 
lation to the huge original invest- 
ments involved.” 


This is the way the Marquette Cement Manufacturing Company’s new 
1,000,000-barrel] cement plant at Brandon, Miss., will look upon comple- 
tion this fall, as the architects sketched it. 


Ratproof Building 
Urged by HHFA 


Ratproof construction, proper- 
ly maintained, is the most econom- 
ical and effective means of rat con- 
trol in dwellings. 

This fact is pointed out in an 
article, ‘““Ratproof Construction in 
New Dwellings,” in the Housing 
and Home Finance Agency’s Tech- 
nical Bulletin No. 14. Such con- 
struction involves interior and ex- 
terior ratproofing as well as the 
elimination of interior structural 
harborages. 

Exclusion of rats in new con- 
struction can be attained by elimi- 
nating all non-essential openings 
through which rats may enter and 
by ratproofing all essential open- 
ings wider than one-half inch, ac- 
cording to the article. Materials 
used in construction should be re- 
sistant to rat gnawing and burrow- 
ing and so fabricated as to elimi- 
nate unnecessary enclosed spaces. 

All sheet metal, expanded metal, 
wire cloth, and screening should 
be galvanized, galvaneled, or of 
non-rusting metals or metal al- 
loys. 

Parts of the house where rats 
may gain entrance or harborage 
include — foundations, craw] 
spaces, foundation vents, outside 





NRLDA Board to Meet 


Directors of the National Retail 
Lumber Dealers Association will 
hold their spring meeting May 22- 
23 at the Shoreham Hotel in Wash- 
ington, D. C. Materials controls and 
price and wage regulations will be 
the chief topics for discussion and 
study. 

The NRLDA Executive Commit- 
tee will meet in Washington May 
20. The Public Relations Commit- 
tee will convene May 21. 


Builders Promote Bonds 


The largest bond issue ever 
floated in this country—the $500,- 
000,000 State of Israel Bond Issue 
—is being supported by prominent 
members of the building industry. 

Joseph Meyerhoff, former presi- 
dent of the National Association 
of Home Builders and a member 
of the firm of Meyerhoff Brothers 
in Baltimore, Md., holds a key 
position in this drive. Other lead- 
ers in the movement are Ben May, 
Mobile, Ala., and A. S. Kay, Wash- 
ington, D. C. 
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SOAKS SCRUB TIMBER FOR MORE PROFITS 


Scrub timber—only a hindrance to clearing off this land for the Evange- 
line Refining Company in Louisiana in 1945—has been turned into a 
profitable sideline by W. J. McBurney, head of the company. 


With a little American ingenuity, he installed a small pressure-treating 
plant to soak timber with pentachlorophenol, with oil as a carrier, thus 
making the most of both timber and petroleum. A novel operation he de- 
vised was the use of gas pressure in the treating cylinder instead of air 


pressure. 


Due to expanding business, another cylinder has been added (above) 
and the Evr-Wood Treating Division of the company formed. John Mc- 
Burney, son of W. J. McBurney, heads the new division. 
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"Sure, Joe; it's a defense Speed-up! 
Washington found out 


EVERYTHING HINGES ON HAGER S“' 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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basement. steps, ccal chutes, floor 
piers, elevator shafts, floor drain 
plates, service wires, junctions of 
exterior walls and floors. exterior 
doors, basement and _first-story 
windows, second-story and higher 
windows, exhaust-fan openings, 
mail slots, junctions of roof and 
exterior walls, parapet walls, sky- 
lights, chimneys, water and sewer 
vent stacks, spaces between attic 
floors and roofs, interior walls, 
openings for service pipes, venti- 
lation systems, refrigerators. 

To aid rat eradication, a compre- 
hensive program is recommended 
that would include: (1) passage of 
a local ordinance requiring the 
ratproof construction of new struc- 
tures; (2) ratproofing specifications 
in other regulations; (3) coopera- 
tive programs with manufacturers 
of building materials; (4) educa- 
tional campaign in the building 
industry. 

Technical Bulletin No. 14, con- 
taining the article on ratproofing, 
is available from the Superintend- 
ent of Documents, Government 
Printing Office, Washington 25, 
D. C., at 20 cents a copy. 


Personnel Notes 


The American Coolair Corpora- 
tion, Jacksonville, Fla., has a new 
vice-president, George E. Weeks. 
He is in charge of a new training 
program to _ familiarize dealers 
throughout the country with appli- 
cations of Coolair products in con- 
nection with national defense. 

x“ KK * 

Howard K. Elliott now repre- 
sents Insulite building products 
for that division of the Minnesota 
and Ontario Paper Company. His 
territory is northeastern Texas, 
with headquarters in Dallas. 

x KK * 

Gordon E. Hann has been elected 
vice-president in charge of re- 
search and manufacturing for the 
Tremco Manufacturing Company. 
He is directly in charge of these 
operations at both the Cleveland, 
Ohio, and Toronto, Ontario, plants. 
He is credited with development 
of one of the first elastic glazing 
compounds. 

x «KK * 

John N. Hagen is now assistant 
to the vice-president in charge of 
sales for Protective Papers, Inc., 
makers of Leatherback all-purpose 
building paper and related items. 
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$100,000 IN HOME SALES FROM $15 SIGN 


a ig 
SARUM YORE 5 seOecewe 


HOMES = “ouitt ruin. 
NO DOWN PAyMENr ! 


On qour lot _.if valued at 500. toGis 


Li 


That’s what he claims! Within 100 days after this sign was stuck to the 


front plate-glass window in the 


W. B. English Lumber Company in 


Altavista, Va., sales from the houses mentioned ran up to $100,000, ac- 
cording to E. R. English. And incidentally, Altavista’s population is about 
{,000—with that of the entire trading area totaling up to 10,000. 

English attributes the success of this project to his company’s making 
it easier for the customer to buy a home, especially through his package 


selling. 


“If an automobile customer had to buy a fender here, a motor there, 
he might end up so confused that he’d decide the old car would do an- 
other year or two. The same is true of the man who wants to buy a 


house. 


Selling him everything he needs for the house construction in a 


single package—including labor—helps him make up his mind,” English 


points out. 


When asked what a “garden type” home was, English replied that 
he didn’t know for sure but the words sounded good to the prospect and 


drew a lot of inquiries. 





He handles scheduling, allocations, 
and government contract work. 


x Kk * 


William R. Wilkinson has been 
appointed vice-president for sales 
for the Johns-Manville Corpora- 
tion. Kenneth W. Huffine was 
made vice-president for produc- 
tion. Both men have been with 
Johns-Manville for 26 years. 


x kk 


Patterson B. Walker has re- 
placed Judge Roscoe R. Dalton as 
acting state director of the Fed- 
eral Housing Administration in 
Kentucky. Dalton, who recently 
resigned, joined FHA in 1934. 


xk 


L. Sonneborn Sons, Inc., recent- 
ly appointed Eli Schnapper man- 
ager of sales coordination for the 
building products division of the 
company. He has been with Sonne- 
born for 30 years. 


x*e 


Robert T. Chambers is now gen- 
eral sales manager for Bruning 
Brothers, Inc., Baltimore, Md. For 
the past four years he was a sales 
representative in New York state. 


The Ford Roofing Products Com- 
pany has begun active merchandis- 
ing of roofing to Georgia and Flori- 
da dealers following the opening 
of its Jacksonville, Fla., manufac- 
turing plant. James (Red) Smith 
has joined the sales staff to serve 
dealers in south Georgia and north 
Florida. W. L, Sutherland, who has 
been with Ford for 27 years, covers 
the territory from Orlando, Fla., 
south. 

xk 

Frank J. Smith is now manager 
of the advertising and sales pro- 
motion departments of NuTone, 
Inc., Cincinnati, Ohio. Until re- 
cently, Smith held the same posi- 
tion with the Philip Carey Manu- 
facturing Company. 

kkk 

E. K, Clark, since 1944 manager 
of the Construction Department of 
the Johns-Manville Sales Corpora- 
tion, has been appointed a vice- 
president of the firm and merchan- 
dise manager for its Building Prod- 
ucts Division. He joined the firm 
in Boston, Mass., as an architectur- 
al representative in 1934. Earnest 
M. Fuller succeeded Clark as man- 
ager of the J-M Construction De- 
partment. He joined the company 
as an acoustical engineer in 1930. 
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MORE WINDOW GLASS SALES 


Here’s an attractive illuminated sign to flag down 
window glass customers in your store. Talk about 
waving the flag—this red, white and blue reminder 
says, “Wait a minute—you need window glass, 
don’t you? Well, we’re headquarters, handling 
nationally advertised L-O-F Glass, the finest that 
money can buy. Get those panes here—now.” 
It’s as easy as that—and you've made another 
profit-building sale. Youll sell more putty, putty 


knives and glazing points, too. 

And of course you'll want a good stock of the 
easier-cutting L-O-F Window Glass. For advice 
on what quantities of the fastest selling sizes to 
stock, call your nearest L°O-F Distributor. He'll 
tell you how you can get your sales-building il- 
luminated L-O:F sign, too. Libbey-Owens-Ford 
Glass Company, 5541 Nicholas Building, Toledo 
3, Ohio. 
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LIBBEY- OWENS - FORD 
a Gredt Name tw GLASS 











Act Now! 


Use this coupon to get full 
information on how you can 
obtain this illuminated sign. city 





COMPANY NAME 


IMPORTANT: Mail this coupon to your L-O-F Glass Distributor 


Please give me details on how | can obtain my L-O-F illuminated indoor sign. 


‘(Please Print) 


STREET ADDRESS _ 


STATE 


REQUESTED BY 
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WHICH WAY the Office of Price 
Stabilization will handle the price 
levels for lumber and lumber prod- 
ucts is the key to the current con- 
fused market situation and buying 
lethargy. The General Ceiling 
Price Regulation has “frozen” the 
market, in many areas, as well 
as the prices. 

Area and specie differences in 
prices have put some producers at 
an advantage, and others at a dis- 
advantage. Manufacturers and 
wholesalers who got a price in- 
crease through quickly during the 
dawn of controls are faring easier 
than others, but they have retailers 
in the squeeze. 

The solution is for OPS to estab- 
lish a lumber pricing order based 
on traditional local mark-ups, with 
adjustments made for hikes in 
wages, supplies, and freight that 
have—or will—come along before 
the order is established. The alter- 
native is actual 
prices taking basic increased costs 
into consideraticn. 

Reports from Southern and West 
Coast mills prove that retailers are 
not stocking up as much as usual 
in view of controlled prices. With 
no lumber shortage imminent in 
the face of curbed demand, dealers 
see no advantage in stocking up. 


IN FEBRUARY homebuilding 
starts fell below the same month 
of the year before for the first 
time since November. The U, S. 
Bureau of Labor Statistics estimat- 
ed 80,000 new permanent non- 
farm dwelling units started in 
February, compared with 82,900 
the previous February. 

Starts were down 8 per cent from 
January despite favorable weather 
—and contrary to the general up- 
trend in February activity. Regu- 
lation X terms, higher costs, and 
the brighter outlook for some 
“critical” construction materials 
last month seemed to keep many 
families from building new homes. 


PRICE INCREASES during the 
“base month” resulted in the 
wholesale price index for building 
materials climbing about 2 per cent 
in January. The index moved from 
221.5 in December to 225.6 in Jan- 
uary. A year before the figure was 
191.6, while in June °46 it was at 
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dollar-and-cent 





129.9. Plumbing and heating ma- 
terials and structural steel were 
the only major components that 
did not add much to the rise. 


THE PROCUREMENT Office of 
the U. S. Engineers purchased 
about 50 million feet of Southern 
pine and hardwoods at an auction 
in Atlanta, Ga. March 12-14. 
Prices were about what they were 
at the previous sale, or up to the 
GCPR scale. Boards and dimension 
were bought heavily for immediate 
to 120-day delivery. 

The lumber market on the West 
Coast is expected to get a similar 
shot in the arm on April 9 and 10 
when the Army-Navy Procurement 
Agency in Portland plans to buy 
up to 60 million feet of lumber. 

The Southern Pine Trade Ba- 
rometer in recent weeks has 
showed production close to that for 
the three-year average, with ship- 
ments and orders trailing. For the 
week ended March 24, mills re- 
ported orders 9.7 per cent below 
production, and shipments 0.1 per 
cent above output. 

The National Lumber Trade Ba- 
rometer for the same week, on the 
other hand, showed shipments 17.7 
per cent greater, and new orders 
2.3 per cent greater, than produc- 
tion. Unfilled orders amounted to 
65 per cent of gross stocks. This 
situation was due to the heavy 
movement and strong prices of 
hardwoods and handicapped pro- 
duction on the West Coast. 


THE CARRIERS’ demand for a 
15-per-cent increase in freight 
rates is bound to further compli- 
cate the price structure. The ICC 
had granted an interim increase in 
interstate rates of from 2 to 4 per 
cent on March 12, but the spiral 
of labor wages makes the greater 
rates necessary now, the railroads 
maintain. 


THE ONLY BRIGHT spots for 
heavy activity in homebuilding are 
the so-called critical defense areas. 
Business is booming in the Savan- 
nah River and Paducah, Ky., areas, 
following the relaxation of housing 
credit curbs and materials use in 
those sectors. Elsewhere, more ef- 
fort is being put on modernization 
and maintenance sales. 


Insect Wire Screen 
Supply Promising 


Principal manufacturers of in- 
sect wire screening expect to pro- 
duce as much of the material this 
year as they did in 1950, an S*B*S 
survey last month indicated. In- 
dividual producers predicted that 
their plants would turn out from 
70 to 110 per cent of last year’s 
volume. 

Pointing out the NPA restric- 
tions on bronze and aluminum con- 
sumption, Ralph W. Bacon, secre- 
tary of the Insect Wire Screening 
Bureau, explained that “when we 
say that we hope to be able, over 
all, to produce this year as much 
as we did last, it means that we 
hope to turn out enough additional 
steel screening to compensate for 
the cutbacks on bronze and alumi- 
num. Much will depend upon any 
action which NPA may take to 
curtail the use of steel.” 

Several factory respondents did 
not expect plastic screening to 
supply a greater proportion of the 
market this year than in 1950 or 
1948. But some producers foresee 
spotty supplies in some areas due 
to priority-rated orders. 


Ample Supply of 
Hardware Foreseen 


Production of builders hardware 
this year is expected to be slightly 
less than in 1950—but still ample 
to meet civilian and defense re- 
quirements, an S*B*S survey dis- 
closed last month. 

Factory answers to the question, 
“What percentage of your 1950 
residential building hardware do 
you expect to produce this year?’, 
varied from 75 to 90 per cent or 
“slightly less.” For the first half 
of 50, however, the manufacturers 
expect to produce from 80 to 140 
per cent of the output in that pe- 
riod last year. 

None of the polled manufactur- 
ers expects to finish any builders 
hardware with porcelain enamel 
due to the metal supply. 

“If jobbers, dealers, and users 
will purchase according to normal 
requirements,” wrote F. Engstrom, 
sales manager of packaged hard- 
ware for the American Cabinet 
Hardware Corporation, “we feel 
fairly confident that the industry’s 
output will meet anticipated needs.” 

E. F. Sutphin, general manager 
of the Skillman Hardware Manu- 
facturing Company, asserted that 
“we do not anticipate that a short- 
age of builders hardware will hold 
up any type of construction.” 
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just say when and say where 


When you buy Cumberland Cements, delivery is ute to determine the safest, fastest, cheapest way 


our responsibility. Freight costs are included in of delivering Cumberland Cements to any des- 
the price, and we have a team of experts working tination you name. And if anything goes wrong 
full time to keep those costs down. enroute, it’s their job, not yours, to correct it 
These trathc specialists know transportation Ever stop to think how much this means to 
from AtoZ schedules, routes and rates. They an- vou in the saving of time and trouble? Yes, 


ticipate your order. They're ready right this min- and money, too 














PORTLAND CEMENT COMPANY 
Chattancoge Bank Building + +  Chatiancoge 2, Tenn. 


Portland — Wigh Early Strength — Ata Eutraining — Wasouny 
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Campbell Warns Dealers Against*Peace Rumors’ 


MEMBERS of the Tennessee Build- 
ing Material Association and the 
Building Material Merchants of 
Georgia and their suppliers were 
warned by Don A. Campbell, sec- 
retary of the Kentucky Retail 
Lumber Dealers Association, not to 
let rumors of peace with the Soviet 
regime lull them into a hazardous 
state of complacency in this period 
of defense inflation. 

The Lebanon, Ky., lumber deal- 
er and mayor addressed the joint 
convention of the two Southern 
associations at the closing session 
of the two-day meeting in Chatta- 
nooga’s Municipal Auditorium on 
March 27. Over 500 persons at- 
tended this first joint convention of 
two state associations in Dixie. 


Campbell told the dealers that 
“we have a tough job to do” in 
mobilizing against the threat of 
Communism. “The best way you 
and I can do our job is by serving 
on the home front as good citizens 
and with good business practices.” 


He decried the confusion and 
needlessness of certain government 
controls, but called for more re- 
alistic administration of them. He 
said that the inflationary spiral 
can be relieved only by the gov- 
ernment moving vigorously to cut 
down its many public works pro- 
grams and postponing the starting 
of any new ones. 

Gates Ferguson, advertising di- 
rector of the Celotex Corporation, 
held the wrapt attention of the 


Officers of the Georgia and Tennessee dealer groups found it fun to hold 


a joint association convention in Chattanooga, March 25-27. 


Beaming 


above over the successfulness of the meeting are, left to right, Tennessee 
President Fleming W. Smith and Secretary-Manager R. O. Brownlee; J. 
G. Rowell, Georgia dealer counselor; F. E. Adams and W. R. Bedgood, 
vice-president and president of the Georgia Building Material Merchants. 


building supply dealers as he criti- 
cized the lack of friendly service 
and inviting displays and surround- 
ings in the majority of the lumber 
and building supply yards. Be- 
cause women and children have an 
interest and voice in the purchase 
of materials for new construction 
and modernization, Ferguson urged 
the dealers to measure up to the 
fact that “The Customer Is King.” 

Ways that trade associations 
serve their dealer members were 
enumerated, described, and empha- 
sized by three speakers Monday. 

Lee Bartholomew, vice-president 


for sales of the Southern States 
Iron Roofing Company, Savannah, 
told how the adoption of a written 
policy of wholesaling to building 
material dealers in the Southern 
states had proved profitable and 
satisfactory for his firm. 

He said that the classification of 
accounts serviced and close coop- 
eration with both the associations 
and manufacturers had resulted in 
the Southern States firm selling 
more materials to more dealers. 
He offered the happy circum- 
stances as another proof that “your 
association renders valuable serv- 


Questions on “Government Controls 
and Regulations’ propounded by 
dealers at the joint Georgia-Tennes- 
see convention were answered by the 
panel of industry leaders seen at 
left. R. O. Brownlee, standing at the 
“mike” and secretary of the Tennessee 
group, served as moderator. Seated 
from left are Joseph G. Rowell, Don 
A. Campbell, and Edward H. Libbey. 
Rowell is counselor to the Georgia 
Building Material Merchants. Camp- 
bell is secretary of the Kentucky as- 
sociation. Libbey is secretary of 
NRLDA. 





glas Fir 


*The quality group of door manufac- 

turers is comprised of mills inspected 
regularly by the Fir Door Institute 
inspection service. This service is a 
check on quality completely indepen- 
dent of individual mill supervision. 
The doors produced by these manu- 
facturers carry F DI grademarks: 


Acme Door Corporation 
Hoquiam, Wash. 


Buffelen Manufacturing Company 
Tacoma, Wash. 


Cruver Door Company 
Anacortes, Wash. 


Klamath Door Company 
Klamath Falls, Ore. 


M and M Wood Working Company 
Portland, Ore. 


E. A. Nord Co., Inc. 
Everett, Wash. 


Puget Sound Manufacturing Co. 
Tacoma, Wash. 


Robinson Plywood & Timber Co. 
Everett, Wash. 


Simpson Logging Company 
Seattle, Wash. 


Vancouver Door Company 
Montesano, Wash. 


The Wheeler Osgood Company 


Tacoma, Wash 





A Wide Selection 


..» Plus 5 Quality Grades 
for Every Building Need 


Small cottage or stately mansion... office, hotel or commer- 
cial building . . . there’s a quality-manufactured* Douglas 


Fir door for every conceivable building requirement. 


FDI-Inspected doors are produced in 36 interior door 
designs, 21 entrance door designs, several garage door designs 

. in a wide range of styles, sizes and grades. Architect- 
designed for beauty... precision engineered for perfect align- 
ment... perfect balance... perfect performance—doors bearing 
the FDI hallmark of quality are manufactured and inspected in 
strict accord with rigid Department of Commerce standards. 


Small wonder six out ten doors specified for America’s 


residences are Douglas Fir doors. 


Demand these FDI official stamps Fir Door Institute 


on every Douglas Fir, Western 
Hemlock, or Sitka Spruce door you 
buy. These FDI grade-marks certify 
that doors so marked meet quality 
Commercial Standards CS73-48 or 
CS91-41—and have been officially 
inspected by the Fir Door Institute. 
At buyer’s request, doors marked 
by FDI stamps will be covered by 
notarized Certificate of Inspection. 


Tacoma 2, Washington 
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ice to you and your industry.” 

“Operating Aids and Merchan- 
dising Services,” available to deal- 
ers through their associations, man- 
ufacturers, and trade press, were 
discussed by Donald L. Moore, 
editor of SOUTHERN BUILDING SUP- 
PLIES. He stressed personnel train- 
ing, provision for employee group 
life and health insurance, and the 
use of material handling equip- 
ment as means to more efficient 
business operation. 

Moore showed different types of 
pricing, estimating, and plan books 
and aids now available to dealers, 
including the first copy of the new 
Dealer Products Data Book to ar- 
rive in the area. He urged the deal- 
ers to make greater and more prof- 
itable use of the display, literature, 
and advertising materials provided 
by manufacturers and associations 
to help them become better build- 
ing material merchants. 

In conclusion, Moore suggested 
that the dealers follow the “GH’- 
three-way formula in fulfilling their 
opportunity and obligation to their 
communities. This included “‘Good 
Handling of materials into their 
yards and on to the job site; Good 
Housekeeping through orderly 
stocks, inviting displays, and _at- 
tractive stores; and Good Homes as 
a result of all their efforts to help 
customers to plan, finance, select 
materials for, and build their resi- 
dences.”’ 


How the National Retail Lumber 
Dealers Association and its state 
and regional affiliates sponsor and 
resist legislation on the national, 
state, and local levels was ex- 
plained by C. T. Parsons, editor of 
Southern Lumber Journal. He 
quoted Newsletterman Kiplinger 
on the contribution of trade asso- 
ciation secretaries to our economy. 

Since World War II, he said, 
these association men have been 
“the guardians of the public wel- 
fare” and “economic statesmen and 
ambassadors of business.” 

Parsons suggested that the deal- 
ers pay more attention to the pub- 
lic relations of their industry 
through greater “local individual 
efforts to see that customers un- 
derstand and appreciate your serv- 
ices.” He said that dealers indi- 
vidually would have to prove the 
effectiveness of the National Home 
Week, housing research, and per- 
sonnel programs set up by the na- 
tional association. 

Edward H. Libbey, NRLDA sec- 
retary, brought the group an up- 
to-date Washington report. He 
said that Congress is “in no hurry 
to adopt any more public housing 
legislation,” and that there is no 
lumber shortage and, perhaps, only 
a temporary plywood shortage. 

Libbey predicted a Controlled 
Materials Plan by mid-summer, 
more credit relief for construction 
in critical defense areas, and a 


Officers and one new director for 1951 of the Tennessee Building Material 
Association are seen above at the joint convention of their association 
and that of Georgia dealers in Chattanooga on March 27. Seated from left 
are John C. Paty, Elizabethton, NRLDA dealer-director; R. O. Brownlee, 
Knoxville, secretary-manager, and Fleming W. Smith, Nashville, presi- 
dent. Standing at left in order are three divisional vice-president’s: W. A. 
Nailling, Jr., Union City; Harvey C. Foskett, Gallatin, and H. A. Doak, 
Greeneville. Then come Treasurer G. R. Cockrum, Knoxville, and J. Fred 
Hathcock, Jr., Nashville, one of four new members of the Tennessee 
association’s board of directors. 
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price relief order within a few 
weeks, but no permanent lumber 
pricing order this year. 

He urged the dealers to test their 
firms with the minimum wage 
check-list on page 8 of the Wage- 
Hour Law pamphlet published by 
NRLDA and distributed through 
the state associations. 

Fleming W. Smith and William 
R. Bedgood, presidents of the Ten- 
nessee and Georgia dealer organi- 
zations, respectively, took turns 
presiding at the business sessions. 

Dealer personnel from _ four 
states attended a breakfast for 
graduates of the 30-day courses in 
materials distribution that have 
been conducted at the Georgia In- 
stitute of Technology. Sponsored 
by SOUTHERN BUILDING SUPPLIES, 
this breakfast meeting resulted in 
the formation of the Georgia Tech 
Building Material Short Course 
Alumni Club, which plans to co- 
operate with the college, local deal- 
er associations, and NRLDA in 
more training programs for dealer 
employees. 

C. B. Cheney, of the McNair 
Lumber and Supply Company, Ma- 
con, Ga., was elected chairman of 
the club. H. Carleton Lang, of 
Sandersville, Ga., is secretary. Co- 
chairmen will be appointed for 
each of the Southeastern states. 


Crouch Named to 
Georgia Area Board 


The election of Wallace Crouch, 
of Albany, as a member of the 
board of directors of the Building 
Material Merchants of Georgia was 
the only change in that group’s of- 
ficial line-up at the annual meet- 
ing in Chattanooga, Tenn., March 
27. Crouch succeeded J. Willis 
Shiver, of Americus, who resigned. 

William R. Bedgood, of Athens, 
was elected president of the asso- 
ciation for a second term. And so 
were Vice-President F. E. Adams, 
of Milledgeville, and Treasurer 
James H. Flowers, of East Point. 
Joseph G. Rowell continues as 
counselor. 

W. O. MeNair, of Macon, made a 
plea for existing members to make 
more extensive use of association 
services, and to recruit more mem- 
bers. Rowell said the membership 
of the group had passed the 100 
mark. 

A committee consisting of Direc- 
tors Charles W. Peek, Jr., J. J. 
O'Neill, and John P. Bondurant, 
was named to work out means of 
obtaining Title I Section 8 home 
mortgage financing. 
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than TEXACO’S top performing 


TEX-LOK 


LE COVERAGE! 
pous HEAVY pury! rer-LocKINet 


= new construction or re-roofing, for farm 


and commercial buildings—your customers 
will be glad you recommend TEX-LOK. It’s the 
double coverage, heavy duty, interlocking type 
shingle that has been tested in every weather — 
and weathered every test! 


TEX-LOK’s built to resist high winds. It’s fire- 
resistant and mighty good looking on the roof. 
Lasts longer, too. 


And—it’s TEXACO--the name that millions 
know and trust. There’s no better shingle value 
on the market today! 


TEX-LOK Shingles are available in the 
areas currently served from roofing plants 
located at Lockport, Illinois; Port Neches, 
Texas and Port Wentworth, Georgia. 


In the East, it’s... 


TEX-LATCH 


Available in the areas served 
from the Edge Moor, Dela- 
ware roofing plant—another 
top-performing Texaco as- 
phalt shingle . . . TEX- 
LATCH. It’s similar to 
Tex-Lok, differing in the 
method of locking tabs. It’s 
heavy duty, double cover- pomennncipmediee: 

age and interlocking. ASPHALT ROOFING INDUSTRY BUREAU 
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Tennessee Dealers 
Seek New Lien Law 


Considerable progress toward 
the passage of a Mechanic’s Lien 
Law that would provide more se- 
curity for building supply dealers 
was made during the recent ses- 
sion of the Legislature of Tennes- 
see, members of the Tennessee 
Building Material Association were 
told at the annual meeting during 
the joint convention with the Geor- 
gia association in Chattanooga on 
March 27. 

John C. Paty, Legislative Com- 
mittee chairman and the associa- 
tion’s director on the NRLDA 
board, said that only the complexi- 
ty of the legislative machine de- 
layed action until the next session. 
He and President Fleming Smith 
both expressed confidence in the 
early prospect of revision of the 
lien law. 

Secretary-Manager R. O. Brown- 
lee said that the association might 
join a movement to change the 
State Architects’ Law so that com- 
petent draftsmen-designers who 
are not registered architects could 
draw legally acceptable plans for 
hospitals and other institutional 
and industrial buildings. 

Brownlee reported that the Ten- 
nessee association had 218 active 
members enrolled—an increase of 
eight since September; and 52 as- 
sociate members—a gain of six. 

The group adopted a resolution 
calling for a letter of appreciation 
to be sent to B. W. Horner, retiring 
state director of the Federal Hous- 
ing Administration, for his coop- 
eration with—and services to—the 
building material dealers of Ten- 
nessee. 

Four dealers were elected to the 
Tennessee association’s board of 
directors for three-year terms. 
They include J. Fred Hathcock, Jr., 
J. Fred Hathcock and Sons, Nash- 
ville; R. H. Renfro, Liberty Lum- 
ber and Manufacturing Company, 
Erwin; A. P. Hutchison, Baird- 
Hutchison Lumber Company, Tip- 
tonville, and W. E. Hodges, Burke 
and Hodges Lumber Company, 
Morristown. 


San Angelo Officers 


Leaders for the year were chosen 
at a recent meeting of the San An- 
gelo (Tex.) Retail Lumber Dealers 
Association. John Armstrong heads 
the group as president; William G. 
Knight, vice-president, and Vin- 
cent F. Childers, secretary-treas- 
urer. 
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MAKE CONVENTION 
RESERVATIONS NOW 








ARKANSAS Association of Lum- 
ber Dealers. April 11-12. Hotel 
Marion, Little Rock, Ark. 


SOUTHERN PINE Association, 
April 16-18. Roosevelt Hotel, New 
Orleans, La. 


FLORIDA Lumber and Millwork 
Association. April 18-20. Sheraton 
Plaza Hotel, Daytona Beach, Fla. 


TEXAS Lumbermen’s Associa- 
tion. April 22-24. Municipal Pier, 
Galveston. Exhibits. 


FOREST Products Research So- 
ciety and International Industry 
Show. May 7-13. Convention Hall, 
Philadelphia, Pa. 


NATIONAL Retail Lumber Deal- 
ers Association’s spring meeting of 
board of directors and committees. 
May 20-23. Shoreham Hotel, Wash- 
ington, D. C. 


Jake Snyder Heads 
Carolina Salesmen 


J. E. (Jake) Snyder, Armstrong 
Cork Company sales representa- 
tive out of Charlotte, N. C., was 
elected president of the Carolina 
Lumber and Material Salesmen’s 
Exchange at the annual meeting 
held in Asheville, N. C., on March 
21 in conjunction with the retail 
dealer convention. He succeeded 
Philip Carey’s O. Pete Best, of 
Greenville, S. C. 

John W. Willis, Lockport Cotton 
Batting Company representative 
at Columbia, S. C., was chosen 
first vice-president. The second 
veep is Preston Delph, Delph 
Hardware and Specialty Company, 
Charlotte. 

Harbor Plywood’s Harry H. Cle- 
land, of Columbia, and Triplett 
Lumber Company’s W. W. Ken- 
dall, of Charlotte, continue as 
secretary and treasurer, respec- 
tively. 

The board of directors includes 
Lee M. Nance, Kinston, N, C.; Earl 
Stadtman and F. C. Mitchell, of 
Columbia; L. J. Schenck, of Char- 
lotte; C. E. Graham, of Raleigh, 
and P. A. Sharp, Greenville, S. C. 

The Salesmen’s Exchange fur- 
nished prizes for the annual golf 
tournament on March 22. 


Texans Reeall Wood 
For 65th Convention 


More than 115 manufacturers 
and distributors have bought ex- 
hibit space for the 65th annual con- 
vention of the Lumbermen’s Asso- 
ciation of Texas at the Pleasure 
Pier in Galveston, April 22-24. 

One of the most prominent 
speakers will be Harrison Wood, 
ABC news commentator and au- 
thor, who was so popular last year 
that he returns for the 1951 con- 
vention at the request of many 
who heard him. One of Wood’s pre- 
dictions last year was that “Eisen- 
hower will be our next president.” 

Sunday’s activities will include 
inspection of exhibits, a cocktail 
party, and a special dinner for of- 
ficers and past presidents. 

The first business session will 
be held Monday, April 23, and will 
be followed by luncheon and the 
Top Management Forum at the 
Buccaneer Hotel. A Hoo-Hoo con- 
catenation and the President’s Ball 
will highlight the afternoon and 
evening. 

An equipment handling and re- 
modeling clinic will be held Tues- 
day, as will the concluding busi- 
ness sessions, a cocktail party spon- 
sored by the Texas Lumber Manu- 
facturers Association, and the 
President's Banquet and dance. 

Baby sitters will be available for 
those who bring children. 


Dealers Hear Armstrong 


Members of the Retail Lumber 
Dealers Association of Houston, 
Tex., enjoyed musical entertain- 
ment and a color film, “The Ideal 
Way,” at their March 13 dinner 
meeting. The film showed how a 
modern mill processes lumber from 
forest to finished product. 

John R. Armstrong, president of 
the Lumbermen’s Association of 
Texas, was the guest speaker. 


Hardwood Officers 


Members of the Southern Hard- 
wood Producers, Inc., re-elected G. 
H. King, Canton, Miss., as their 
president at a recent two-day 
meeting in New Orleans, La. 

W. M. Hallett, Mobile, Ala., was 
made vice-president; and L. J. 
Heatherly continues as secretary- 
manager. Named to the executive 
committee were Omar Hilton, War- 
ren, Ark.; E. L. Douglass, Augusta, 
Ga.; A. T. McDonough, Crossett, 
Ark.; S. M. Nickey, Jr., Memphis, 
Tenn.; C. R. Ransom, Harahan, La., 
and W. M. Hallett, Jr., Mobile, Ala. 
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is one of the GREAT SATISFACTIONS \_:> 
enjoyed by owners of 








This is made possible by FACTORY FITTING — 
overhead (out of the way) life time balances, and 
FULL WIDTH metal weatherstrip on which sash 
slide freely. 

But finger-tip operation is only one of the many 
Thrif-T features. Get acquainted with Thrif-T, and 
you too will profit. 


FRAME COMES READY for EASY and FAST ASSEM- 
BLY (NO SAWING OR PLANING) 
Sash "A" slides on full width, 


UNPAINTED metal Weatherstrip WIDE BLIND STOPS offer ADDED STRENGTH and 
"B" to insure free movement. MAKE FRAME EASIER to SQUARE in WALL 


ONLY TWELVE MINUTES to INSTALL WINDOW 
WINDOW FITS FRAME in GOOD WEATHER and BAD 


@ WINDOW SLIDES on METAL — this, plus SUPERIOR 
BALANCES MAKE Thrif-T the EASIEST of ALL WIN- 
DOWS to OPERATE 


TREATED for LONG LIFE 
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NO Thrif-T 


The MT. VERNON MANTEL PLANING UNITS No. 960-R 


or 


SAWING sa CORNER CHINA CASE 


Install in Twelve Minutes 
oTHER Thrif-T 











Ve 
Thrif-T PICTURE D , 
WINDOW UNITS Thr ig-t TWIN WARDROBE 

CASEMENT UNITS e 

° Thrif-T WINDOW 
Thrif-T BAY Thrif-T TWIN & DOOR TRIM 

WINDOW UNIT KITCHEN 

CASEMENT UNITS = 


3 ° E-Z-UP OVERHEAD 
GARAGE DOOR UNIT 


"4 in 1 
Thrif-T 
DE LUXE PICTURE ENTRANCE FRAME ° 
WINDOW UNITS . ene anes 
PEARING STAIRS 
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"10 in 1°" 
The charming Mt. Vernon Mantel is available ’ ENTRANCE FRAME 
in both face and return patterns—in the Thrif-T ° y F 
following dimensions: Shelf Width (Face) | BASEMENT No. 1332 Thrif-T This delightful Corner China Case 
6'/”, (Return) 11”; Shelf Length 6’5”; Width UNIT ATTIC LOUVRE TELEPHONE SHELF combines fine craftsmanship with 
of Body 5’734”; Height 4’5”, Wood Opening ? master designing. Attractively 
4'2” x 3/1”. On Return Pattern the Return Complete Information on Request priced. Size over all 2°11” wide x 
from Face of Mantel is 5!/:”. Furnished in a 7'4'/2" high. Furnished semi-assem- 
Ponderosa Pine in the white, set up as far bled; doors fitted but not hinged; 


ticable. Carton Packed. WRITE for upper door glazed. All hardware 
al ios CA as NAME of YOUR NEAREST JOBBER scchedind. Qarian Masia 


Distributed Through the Leading Millwork Jobbers to the Retail Lumber Dealer 
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DEFENSE CONTROLS HOLD LOUISIANA SPOTLIGHT 


Downs Promises 
Good Business Year 


GOVERNMENT controls, regula- 
tions, and _ restrictions—together 
with other possible federal-ap- 
plied brakes on business—aroused 
acute interest among members of 
the Louisiana Building Material 
Dealers Association in their 31st 
annual convention, March 14-15, 
in New Orleans. 

At one point in the program, the 
moderator and six members of a 
panel, who had stated their con- 
ceptions of government regula- 
tions and the status of business 
currently or in the future, were 
kept long overtime answering in- 
cisive questions from delegates. 

Four of seven program speakers 
discussed the confused national 
situation. 

Early in the first of three busi- 
ness sessions, the conventioneers 
confirmed recommendations of the 
nominating committee, reported 
by Chairman R, Lisle Peters, and 
named six new members to an 18- 
member board of directors. 

This board later elevated Ruford 
H. Smith, Mouton Lumber Com- 
pany, Lafayette, from first vice- 
president to president, succeeding 
Thomas H, Harrel, Harrel Build- 
ers Supply Company, Winnfield. 

J. M. Myatt, Louisiana Lumber 
Supply Company, Baton Rouge, 
advanced from second to first vice- 
president. The new second vice- 
president is George Becker, Madi- 
son Lumber Company, New Or- 
leans, chosen from the board. 
George E. Knoop, Otto Knoop 
Lumber and Realty Company, 
New Orleans, was re-elected treas- 
urer, and R. Needham Ball con- 
tinues as executive vice-president. 

New directors are: D. L. Patrick. 
Patrick-Reed Lumber Company, 
Bossier City, for the Northwestern 
district; Vernon McCoy, J. B. Mc- 
Coy Lumber Company, and A. Lee 
Hodges, Superior Lumber Com- 
pany, both of Monroe, for the 
Northeastern _ district; Cambre 
Frost, Frost Lumber Company, 
Thibodaux, Central district; An- 
drew R. Broussard, Reaux Lumber 
Company, Abbeville, Southwest- 
ern district, and R. J. Mestayer, R. 
F. Mestayer Lumber Company, 
New Orleans, Southeastern dis- 
trict. 

President Harrel launched the 
convention with an arresting ad- 
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dress in which he warned that con- 
trols will be in effect for some 
years to come, and that as patriotic 
Americans, members should com- 
ply. 

“We won't like it,” he con- 
tinued, “and although we do our 
best to live up to what’s required 
of us, that does not mean we must 
keep quiet. We have every right 
to protest, for Washington fumbles 
and stumbles, not making clear 
what lies ahead. We must fight for 
more intelligent planning, less 
hysteria, and less politics.” 

Clyde Fulton, president of 
NRLDA, exhorted dealers to reply 
to association questionnaires with 
information that will arm the na- 
tional for its battle to get quick re- 
lief. 

“It is apparent we are again 
committed to all-out controls,” he 
said, ‘and the freeze placed many 
dealers below the current market. 
Regulation X may be tightened to 
curb any building boom, for the 
heavy demand of January and 
February has received serious 
consideration in Washington. 
Eventually, we may see all build- 
ing being done under a permit 
system.” 

The NRLDA president predicted 
a strong effort to expand public 
housing and recontrol rents, but 
expressed belief that under C. E. 


Wilson and Eric Johnston, con- 
trols will be considered fairly, ad- 
ministered soundly. 

James C. Downs, Jr., president, 
Real Estate Research Corporation, 
Chicago, ended a sobering, down- 
to-earth talk with the conclusion 
that jitters are not unusual in a 
democracy and “if we have faith 
and courage and do a good job for 
ourselves, I think 1951 will be a 
good year.” 

Downs asserted that business is 
operating in an atmosphere of in- 
creased Government dominance, 
but is in a stronger position than 
in other emergencies with a favor- 
able political climate, 

“None of the devices employed 
by Government—increased taxes, 
credit curbs, price controls—will 
be effective in slowing inflation. 
And the construction industry is a 
$3 billion-a-month business. When 
you toy with it you must toy care- 
fully and the Government knows 
it” 

Lynn Boyd, of Pampa, Tex., was 
critical by implication of lethargy 
among dealers. Boyd said his as- 
sociation had appealed by letter to 
members to contact their Senators 
on public housing legislation. 
When he went personally to see 
his Senator in Washington, he dis- 
covered that only one dealer had 
written. Boyd is Hoo-Hoo Snark 
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New officers of the Louisiana Building Material Dealers Association are 
seen above “visiting” one of the many interesting exhibits of building ma- 
terials displayed at the convention in New Orleans. From left, the quintet 
includes in chairs: J. M. Myatt, Baton Rouge, first vice-president; Ruford 
H. Smith, Lafayette, president, and George Becker, New Orleans, second 
vice-president. Standing are George E. Knoop, New Orleans, treasurer, left, 
and R. Ned Ball, Baton Rouge, executive vice-president. Mrs. Ball con- 
tinues as secretary of the dealer organization. 
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and LISTEN 








it's new...it's different 


Miratile Tile Board is new . . . and it is different, The 
design of the score line is a patented feature. Because 
of the depth, because of the flare, and because of the 
width of the score line, Miratile gives you a realistic 
duplicate of a true tile wall finish. And it's supplied in 
a range of fourteen beautiful paste! colors, that are as 
soft and exquisite as real tile itself. Once you see Mira- 
tile you'll see the big difference. Why not sell your cus- 
tomers the product that will surely please them. It costs 
no more and the profit is good. 


Customers for Miratile in your own neighborhood and 
remodeling alone town are potentially about everyone who owns a home, 
as well as retail stores and manufacturers of many dif- 
ferent types of products. Ask for our report... "Making 
Big Money with Miratile". As building materials become 
harder to get, building money is bound to go more into 
remodeling. Be ready with Miratile for your share of 
the sales. 


can take carloads! 


"| used to think tile board was tile board, and never 
bothered to investigate. But once | saw Miratile | knew 
I'd been wrong. It's the most perfect duplicate of clay 
, , tile I've ever seen. It has none of that painted look and 
here's what one typical skimpy scoring. Since we've taken on Miratile our sales 
distributor can tell you have increased because we've got something to sell 
that's truly better . . . our customers know it at the very 
first glance. And we like the Miratile policy of confining 
distribution to the lumber and building material dealer 
field" . . . William Kerfin, President, National Plywood 
Inc., Chicago, Illinois. 


SO DO , Write for all the facts and samples. If you leave this page, you might 
IT NOW forget to come back. Miratile is supplied in al! standard panel sizes 
while in four designs . . . Tile Squares, Streamline, Tri-Line, and Plain... 
you’re on with a complete line of mouldings and supplies. Also supplied are 
leather and marbleized tile board panels. WRITE TODAY. Exclusive 


this | oF: Fa franchises to qualified distributors still open. 


MIRATILE Panels and Mouldings are the Exclusive Products of the Tile Board Division of 


MIRATILE MANUFACTURING COMPANY, Inc. 


600 West 81st Street . Chicago 20, Illinois 
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of the Universe and member of the 
advisory board, Economic Stabili- 
zation Board. 

Arthur A. Hood, editor of Amer- 
ican Lumberman and panel mod- 
erator, said dealers had a hard 
selling job ahead to maintain busi- 
ness at the impetus of last year. He 
determined, by a show of dealer 
hands, that a majority have larger 
inventories and fewer sales this 
year, 

A. C. Seavey, Johns-Manville 
Sales Corporation, opened the 
panel with a discussion of defense 
contracts. He expressed the opin- 
ion “we can live with present con- 
trols, but the manpower shortage 
will hurt us and we won't feel the 
impact of the defense program un- 
til summer.” 

D. R. Utter, Celotex Corporation, 
said that although his company is 
in an oversold condition and has 
been for months, it has the biggest 
advertising and merchandising 
program in its history. He believes 
“farm and remodeling markets 
will take up some of the slack.” 

L. G. Riecke, Tulane Hardwood 
Lumber Company, New Orleans, 
reported jobbers as_ particularly 
concerned over maintaining nor- 
mal channels of distribution with 
a rash of defense orders. ‘Dealers 
can take the heat off jobbers,” he 
added, “and dealers should not 
overlook DO-rated orders.”’ 

Government viewpoints were 
introduced by Wren W. Anderson 
National Production Authority, and 
L. J. Dumestre, of the Office of 
Price Stabilization, both of New 
Orleans. The panel was also joined 
by Downs. 

A dealer from Bennettsville, S. 
C.—Henry Munnerlyn—also ex- 
ecutive committeeman for NRLDA 
instructed and regaled the con- 
vention with a review of the many 
devices employed by his firm to 
build profitable public relations. 
His humorous, rapid-fire com- 
ments supplied comedy relief in 
an otherwise mostly solemn con- 
vention. 

Richard Ben Wand, publisher of 
Southern Lumber Journal, covered 
“The Dealer’s Opportunity and 
Responsibility.” 

The closing business session fea- 
tured a studious analysis, “The 
Master Plan of World Commun- 
ism,” by Captain Edgar Bundy, 
former U. S. Air Force intelli- 
gence officer. 

Snark Boyd participated in a 
concatenation for the induction of 
15 kittens into Hoo-Hoo, which 
signaled full reactivation of the 
New Orleans chapter. 
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Outlook for Supply of Southern Pine 
Brighter, West Virginians Are Told 


THE SUPPLY of Southern pine 
lumber is looking better every day 
because of the increased use of 
conservation and_ reforestation 
methods by private and_ public 
land-owners alike, W. C. Ham- 
merle assured those in attendance 
at the 38th annual convention of 
the West Virginia Lumber and 
Builders Supply Dealers Associa- 
tion in Charleston on March 10. 
Hammerle is forester of the South- 
ern Pine Association, of New Or- 
leans. 

“Our objective,’ he said, 
favorable balance between growth 
and drain. For Southern pine alone, 
the commodity and destructive 
drain amounts to 1.21 times the 
annual growth in sawtimber-sized 
trees. Fifteen years ago, the total 
drain of pine was 3.76 times 
growth.” 

Hammerle cited more forest fire 
protection, more tree planting, use 
of more professional foresters, and 
other conservation measures as 
pointing the way soon to growth 
in excess of drain of our Southern 
pine resources. 

In an inspiring speech on “Sell- 
ing America,’ Martin V. Coffey, 
sales manager for the Philip Carey 
Manufacturing Company, Cincin- 
nati, told the West Virginians that 
“selling provides a good living. It 
makes living worth while for us. 
Selling provides a challenge be- 
cause every sale makes the Ameri- 
can way of living better.” 

Coffey told how great Ameri- 
cans through the years have used 
methods to make America 


ae ae 


sales 





Charles Badger, above, of the 

Badger Lumber Company, Par- 

kersburg, is the new president of 

the West Virginia Lumber and 

Builders Supply Dealers Associa- 
tion. 


great. He urged his audience “not 
to sell America short’ and _ let 
down in their sales efforts because 
of the ‘prophets of gloom.” He re- 
called how several prognosticators 
and so-called industry experts had 
advised dealers wrong on sales 
prospects in 1940, °49, and °50. 
Coffey estimated that this nation 
now needs 2,080,000 more homes 
to meet the backlog of demand. 
“As long as we all keep selling 
our citizens on owning their homes 
—and owning better homes—there 


Three persons that helped to make the recent West Virginia dealers’ con- 
vention a success are seen above at the luncheon table. From left, they 
are Earl Lilly, Sam H. Diemer, and H. R. (Cotton) Northup. Lilly com- 
pleted a year’s service as president of the association. Diemer is the 
secretary of the group. Northup is executive vice-president of the Na- 
tional Retail Lumber Dealers Association. Both photos on this page were 


made by Clifford L. Lantz, St. 


Albans 


dealer and association leader. 
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Add to the beauty—— 
protect it permanently! 


Glenn M. Beach, Saginaw, Mich. Roofing Contractor: 


5 ree 


Roofing: “Century” ! 


Recommend ‘(Contury” ASBESTOS-CEMENT ROOFING SHINGLES 


Attractive roofing of stone-like durability 

“Century” Asbestos-Cement Roofing Shingles add 
to the beauty of any home—protect it against 
weather: are not affected by termites; will not rust 
w rot. And, being entirely mineral by nature, they 
cannot burn—are eligible for lowest fire insurance 
rates...a point any home owner appreciates! 


And builders, contractors, architects, and roofers 
will appreciate the owner-pleasing color selection: 
“Century” Roofing Shingles are available in Span- 
ish Red, Surf Green, Gray Duoface, and Black. 
These are “built in’? colors—won’t weather out: 
won't fade—don’t ever need painting to preserve 
their beauty. 


And tell your customers the “Century” economy 


About the ‘Contwry” Shingles 
on the above residence... 


“Century” Asbestos-Cement No. 5 Shingles. These 
are the sales points: American method appearance; 
random-width, thatched butt design. Application cost 
is low—each unit covers more than 1 sq. ft. of 
exposed area; 90 shingles per square; 2 nails per 
shingle; self-aligning. Give complete weather pro- 
tection on roof pitches as low as 4"’ rise per foot. 





= 


story, too! “Century” Roofing Shingles are mod- 
erately priced; are specially igned for quick, 


easy application 


With sales points like these 1 can build your 
business—increase your prof -with “Century” 
Asbestos-Cement Roofing Shingles. Ask your 
Keasbey & Mattison Distributor for details, or 
write us direct. 


lo help you sell more “Century” Shingles, Keasbey 
& Mattison advertising is constantly at work in 
such publications as TIME, COUNTRY GENTLEMAN, 
SUCCESSFUL FARMING, AMERICAN BUILDER, PRAC- 
rICAL BUILDER, AMERICAN ROOFER & SIDING 
CONTRACTOR, NATIONAL ROOFER, and MAGAZINE 
OF BUILDING. Watch for this advertising—your 
customers see it too! : 


: F : 
Oniginal manufacturers of 

 é P ¢ 
Asbestos On ment Shingles tH thes country 


KEASBEY & MATTISON 


COMPANY -AMBLER- PENNSYLVANIA 
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is little danger of communism tak- 
ing America!” he declared. 

Donald R. Wilson, foreign rela- 
tions chairman for the American 
Legion, explained “The American 
Legion’s Foreign Policy in the 
Present Crisis.” He decried the 
lack of foreign policy by the Unit- 
ed States. He said that our foreign 
policy must take into consideration 
development and defense of na- 
tions the world-around that have 
the raw materials and resources 
needed to keep democracy strong. 

H. R. Northup, executive vice- 
president of the National Retail 
Lumber Dealers Association, flew 
in from Washington to assure the 
West Virginia group that his staff 
was working closely with govern- 
ment officials to attain workable 
rules in the defense emergency. 

He predicted separate price con- 
trol orders for lumber and other 
building materials that would per- 
mit dealers to use their historical 
mark-up on acquisition cost of 
materials. 

Charles Badger, of the Badger 
Lumber Company, was a surprise 
choice for the presidency of the 
West Virginia group. Ear] Lilly, of 
Beckley, was elected a vice-presi- 
dent after heading the group a 
year. Other new vice-presidents 
are Jim Perkins, Bluefield; A. W. 
Laing, Jr., Charleston; B. C. Emer- 
son, Huntington, and Ralph Wood- 
yard, Grafton. 

The directors include Robert 
Briggs, Charleston; E. H. McGhee, 
Elkins; George A. Bailey, Wheel- 
ing; C. G. Conaway, Fairmont; C. 
I. Cheney, 
Walls, Morgantown, and Badger. 


Bluefield; Robert E. 


Carolinians Eleet J. C. Cauthen, 
Seeond Generation President 


AMERICAN businessmen have 
good cause for optimism during 
this mobilization era because “the 
bureaucrats know—and admit— 
that the economy of this nation 
can’t be managed from Washing- 
ton” asserted Norman P. Mason 
at the 28th annual convention of 
the Carolina Lumber and Building 
Supply Association in Asheville, 
N. C., on March 21. Mason is past- 
president of the national organi- 
zation and chairman of the U. S. 
Chamber of Commerce Construc- 
tion and Civic Development Com- 
mittee. 

Dealers and suppliers who at- 
tended the three-day meeting near- 
ly 600 strong were assured by 
several industry spokesmen that 
“the detour on the road of defense 
controls will not be so rocky this 
time.” Confidence in Defense 
Mobilization Chief Charles E. Wil- 
son, Economic Stabilizer Eric 
Johnston, NPA Administrator Wil- 
liam H. Harrison, and experienced 
industry representatives on the 
OPS staff, was expressed not only 
by the speakers, but in a strong 
resolution adopted by the conclave 
of Carolina dealers. 

J. C. Cauthen was catapulted 
from the third vice-presidency of 
the association into the presidency 
to succeed H. G. (Red) Sherrill, of 
Statesville, N. C. Head of the Rock 
Hill (S. C.) Lumber Company, 
Cauthen is the first man to follow 
in his father’s footsteps as presi- 


dent of the two-state organization 
of building supply dealers, His 
father, J. C. Cauthen, Sr., served as 
president in 1930, and died in 1938. 

The trio of vice-presidents for 
the ensuing year are: Wyman F. 
Scarborough, Lumberton, N. C., 
first v. p.; T. A. Roe, Greenville, 
S. C., second v. p., and W. M. Spur- 
rier, Charlotte, N. C., third v. p. 
W. V. Groome, Charlotte, con- 
tinues as treasurer. E. M. Garner 
is secretary-manager, 

W. T. Spencer, Gastonia, N. C., 
was selected as the new dealer 
member for the board of directors 
of the National Retail Lumber 
Dealers Association. He replaced 
Henry J. Munnerlyn, Bennetts- 
ville, S. C., who was advanced to 
the Southeastern regional member 
of the NRLDA Executive Com- 
mittee by President Clyde L. Ful- 
ton. 

M. R. Bagnal, Columbia, S. C., 
was named as the association’s 
councilor to the Chamber of Com- 
merce of the U. S., with G. L. 
Goodson, Lincolnton, N. C., as 
alternate. 

Elected for three-year terms as 
members of the board of directors 
of the Carolina Lumber and Build- 
ing Supply Association were E. L. 
Morrison, Jr., Concord, N. C.; H. 
F. Makepeace, Sanford, N. C.; Rus- 
sell N. Barringer, Durham, N. C.; 
J. A. Kendall, Florence, S. C., and 
W. M. Hughes, Greenville, S. C. 

To fill the unexpired terms of 


Fulton is president of NRLDA. Munnerlyn is a member 


Participants in the 90-minute panel discussion of “The 
Washington Scene” at the Carolina dealer convention are 
seen in picture at left enjoying pleasantries with H. G. 
Sherrill, retiring president. From left, they are Jack B. 
Veach, Norman P. Mason, Clyde Fulton, and Henry J. 
Munnerlyn. Veatch is vice-president of the National Lum- 
ber Manufacturers Association. Mason is chairman of the 
U. S. Chamber of Commerce Construction Committee. 


of the NRLDA Executive Committee. In appreciation for 
his services to the association, President Sherrill was 
presented an engraved gold wrist watch by G. L. Good- 
son, above. Grinning beyond the “mike” is J. E. Divel- 
biss, Jr., Asheville dealer, who chaired the mighty con- 
vention committee. In foreground is CLBSA Secretary- 
Manager E. M. Garner, of Charlotte. 
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This Weldwood con- 
sumer ad—appearing in 
beautiful full color—will 
start a lot of business 
your way. You can see 
it in the April and May 
issues of the best-read, 
home-service maga- 
zines. 


Build this wood-paneled room 


won lacater pocniast amyes 


for as little as $249.50" 


Boost Profits Now 
With 
Remodeling Jobs... 





through the face of the w 


pailing 
4 





... WELDWOOD’s Consumer Advertising Campaign 
Is making a lot of Customers for You! 


REMODELING is the big word today... the 
big thing for you to capitalize on! 


For remodeling is almost a craze today with 
home owners. Expansion attics are being made 
into extra rooms. Playrooms... workshops are 
being built. Dining rooms... living rooms are 
being made over. 


And Weldwood® Plywood is the ideal mate- 
rial for all such work. 


To turn this desire for home remodeling into 


active customers for you —the United States 
Plywood Corporation is running colorful adver- 
tisements in leading home-service magazines— 
advertisements with appealing illustrations and 
with practical, selling text. 


So take full advantage of this strong re- 
modeling trend . . . the desire for beautiful, dur- 
able Weldwood walls... and Weldwood’s well 
planned advertising help. 


Remember: extra rooms mean extra profits! 
Get your share! 


WELDWOOD Plywood 


Manufactured and distributed by 


NRA nile ane. 


Ta 


UNITED STATES PLYWOOD CORPORATION New York 18, N.Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities ° Distributing Units in Chief Trading Areas 
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E. L. Symms, Asheville, and J. J. 
Haggerty, Rocky Mount, N. C., the 
group chose Curtis L. Barber, 
Charlotte, and H. B. Burroughs, 
Conway, S, C. 

In addition to the resolution 
pledging support of the defense 
leaders in working for the real 
cures of inflation, the association 
resolved to urge adoption by Con- 
gress of the Mason bill (HR 240) 
for equitable taxation of all 
profitable businesses and _ enter- 
prises. 

NRLDA President Clyde A. 
Fulton, of Charlotte, Mich., assured 
the Carolina dealers that the na- 
tional staff is working diligently 
with government agencies. He de- 
clared that “private enterprise can 
provide and produce all the hous- 
ing needed for defense or normal 
purposes.” 

Jack B. Veach, vice-president of 
the National Lumber Manufactur- 
ers Association, told how that 
group is working hand in hand 
with NRLDA in the mutual in- 
terests of the lumber industry. He 
said that the industry was fortu- 
nate in having practical business- 
men named as OPS price advisors 
for all wood species and products. 

Building material dealers will 
have good business this yéar if 
they will only go after it, the Caro- 
linians were told by a progressive 
Kentucky dealer, Rumsey Taylor, 
of Princeton, Ky. (See “One Deal- 
er’s Opinion,” page 91.) 

Ray M. Richey, Jr., farm build- 
ing specialist of N. C. State Col- 
lege, urged dealers to be more ag- 
gressive in selling materials to 
farmers for new homes, livestock 
and other farm buildings. He sug- 
gested that they cultivate their 
county agents for leads and build- 
ing stimulation. 

E. D. Kuykendall, executive 
vice-president of the North Caro- 
lina Building and Loan League, 
said that private mortgage institu- 
tions are “ready and willing” to 
finance new homes and improve- 
ments to the limit of credit con- 
trols. He advised the dealers to 
“be as logical as possible without 
panic” under the stress of credit 
and building curbs. 

Clayton Rand, Gulfport, Miss., 
editor and orator, kept 350 men 
and women roaring for an hour 
with his banquet speech. He drove 
home the dangers of socialism and 
the American foreign aid pro- 
grams, The Brunson sisters of 
Darlington, S. C., entertained with 
a blackface minstrel act during 
the dance. 

Following the discussion by R. 
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J. C. Cauthen, above, is the new 
president of the Carolina Lumber 
and Building Supply Association. 
Head of the Rock Hill (S. C.) 
Lumber Company, he is the first 
Carolina dealer to follow his fath- 
er into the association presidency! 


O. Brownlee, secretary-manager of 
the Tennessee Building Material 
Association, of that group’s suc- 
cessful life and_ hospitalization 
program for dealer employees, the 
Carolina group voted to establish 
a similar insurance project. It will 
be worked out by the president, 
secretary, and a board of five 
trustees. 

Gates Ferguson, advertising di- 
rector of the Celotex Corporation, 
Chicago, dared the dealers to re- 
turn home and make a report to 
their personnel on the “significant 
thoughts and ideas that you picked 
up from the convention speakers, 
discussions, and _ exhibits.” He 
urged the dealers to be more con- 
siderate of their employees and 
customers. He suggested that they 
adopt and live up to a meaningful 
slogan such as that being adver- 
tised by a leading oil firm, “Serv- 
ice Is My Business.” 

Last speaker on the full two-day 
program was Martin V. Coffey, 
general sales manager of the Philip 
Carey Manufacturing Company, 
Cincinnati, His topic was ‘Selling 
America.” (See West Virginia con- 
vention report.) 


“See Your Dealer” 


April has been declared “Olym- 
pic Month” by the Olympic Stained 
Products Company for a special 
promotion of pre-stained products. 

Newspapers throughout the 
country will feature large adver- 


Tulsans Elect Rolston 


Ralph H. Rolston heads the 
Tulsa Lumbermen’s Association as 
new president for 1951. He is local 
manager of the Long-Bell Lumber 
Company. 

C. E. Montgomery, Service Lum- 
ber Company, was elected vice- 
president, and Ira D. Crews, Crews 
Lumber Company, treasurer. Joe 
M. Morris continues as secretary- 
manager. 

In addition to the officers, who 
also serve on the board, the group 
added five new directors. They in- 
clude Walter R. Kelly, Ed R. 
Henry, Dale Carter, H. E. Hanna, 
H. H. Poarch, and James K. Wells. 


Associated Contractors 
Add Chapters, Members 


The Associated General Con- 
tractors of America, Inc., whose 
members perform an estimated 80 
per cent of all contracted con- 
struction in the nation, added 
three new chapters last year in 
the South and Southwest. 

These include the Central Lou- 
isiana chapter, with headquarters 
in Alexandria; Rio Grande Valley 
chapter, Harlingen, Tex., and 
Northeastern Louisiana Construc- 
tors Association, Monroe. 

The Carolinas branch made out- 
standing gains in membership 
during the year, rising to first 
place. The Southern California 
group formerly held this honor, 
being the largest AGC chapter 
since 1942, 


Hardware Show Set 


Many exhibitors have already 
reserved space on one of the four 
floors of the Grand Central Palace 
that will be used for the National 
Hardware Show in Atlantic City, 
N. J., October 8-12. 

Attendance this year is expected 
to exceed last year’s record of 
31,737 registered buyers from the 
United States and 40 foreign coun- 
tries. The 1951 show precedes the 
conventions of the American Hard- 
ware Manufacturers Association 
and the National Hardware Whole- 
sale Association in Atlantic City. 


tisements with the headline, ‘See 
Your Lumber Dealer for Olympic 
Woods Preserved in Color.” The 
ad also offers a home _ planning 
booklet from local dealers. 
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What's the big market in ’51 
REMODELING 


Who gets the big share ? 
GOLD BOND DEALERS! 


ITH Regulation X putting a crimp in new home 

starts, your logical '51 market is remodeling. And 
Gold Bond's promoting it for all it’s worth! These two 
convincing “how-to-do-it’”’ ads with their strong low-cost 
appeal—will appear in magazines having a total circulation 
of almost fourteen million readers! Half of these prospects 
for Gold Bond Wallboards and Grainboards, Rock Wool 
Insulation and Paints are in the farm market...the other 
half in the urban market. So wherever you are, you'll get 
your share! Like to have mounted reprints of these ads for 
eye-catching counter displays? Just ask your Gold Bond 
salesman. 


“tthe Gold Bond way » 
Remodel on a Budeet | i] 


Six good ideas thet cost less then you think.-- 
o 


ook cow 


ola Bond 


‘ meant 
2 . eresum 6O 
ook gations ce 


You'll build or 
remodel better with 


NATIONAL GYPSUM COMPANY e¢ BUFFALO 2, NEW YORK Gold Bond 


Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, 
Wall Paint, Color Texture, Rock Wool Insulation, Metal Lath and Sound Control Products. 
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277—Asbestos Siding 


The Asbestos Company of Texas, 
Houston, Tex., now makes a gran- 
ular asbestos siding shingle in four 
colors—coral blend, green blend, tan 
blend, and blue blend. 

These siding shingles are em- 
bossed to show the natural grain 
and to give the effect of weathered 
wood. Granules are said to adhere 
permanently to the shingle and to 
be non-fading. According to the 
maker, the shingles require no up- 
keep. 


vvwYv 


278—Suspended Ceiling 


The Owens-Corning Fiberglas Cor- 


portation, 16 East 56th Street, New 
York 22, N. Y., now makes ceiling 
board for suspended ceilings of Fiber- 
glas, composed of glass fibers bonded 
together with a stable resin. Non-com- 
bustible, it offers thermal and 
acoustical insulation. 

The ceiling board rests on flanges 
of the T-members and forms the 


suspended ceiling. It weighs about 
one-half pound per square fcot. This 
material will not warp, buckle, or 
sag, according to the makers. It can 
be cut with a knife and is easily 
cleaned. 

For recessed lighting, the boards 
can be replaced with sheet-glass, 
plastic, or light-diffuser panels. The 
Fiberglas board, 34-inch thick, is 
made in 2334-by-4734-inch sizes to 
fit in 24-by-48-inch grid spacings. 
Each panel is factory coated with 
white, non-bridging paint. 


Y7v¥4 
279—Plastic Wallboard 


J. A. Davies and Company, 314 
Straight Avenue S. W., Grand 
Rapids, Mich., announces Arborite, 
a new plastic-laminate wallboard. 

Guaranteed by the manufacturer 
to be unaffected by cigarette burns, 
moisture, grease, oil, alcohol, or mild 
acids and alkalies, Arborite is 
recommended for many home and 
commercial uses. It is applied either 
horizontally or vertically. 

It is made in a number of patterns 
and colors. Panels are % inch thick 
and 4x8 or 2x8 feet. Melamine 
resins are used to add luster. 


vwvwv 
280—Masonry Sealer 


Prima Products, Inc., 10 East 40th 
Street, New York, N. Y., announces 
Siliphane, a new masonry water-re- 
pellent made with silicone. 


It can be brushed or sprayed on the 
exterior, above-grade masonry walls 
of all types, including cinder block, 
concrete, brick, limestone, and as- 
bestos shingles. 

It is said to penetrate the wall, 
coating each part of the masonry 
with a microscopically thin film 
without closing the pores of the 
masonry. Hairline cracks are sealed. 
Siliphane is transparent and will not 
affect wall coloring. 


vy vv 


281—Decorative Siding 


The Aetna Plywood and Veneer 
Company, 1750 N. Elston, Chicago 22, 
Ill., announces a new prefabricated 
siding with a comb-grain design. 

Called Linwood, the siding has in- 
visible tongue and groove strips that 
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Is it YOU? 


It can be. . . easily! For, even if restrictions on 
credit and new home building are reducing the 
volume of new construction, there’s still a 
tremendous reroofing, repair, and maintenance 
market in this country’s millions of old dwellings, 
farm buildings and other non-residential structures. 


Today, the owners of these buildings 
have money to spend—money that in 
other years might have gone for consumer 
goods now hard to get. These people are 
giving attention to their roofing needs. 


Barrett can help you get in touch with them— 
through Barrett’s powerful, full-page, full-color 
advertising in The Saturday Evening Post, its 
interest-compelling ads in farm and home magazines, 
and through its unmatched sales promotion program, 
which includes almost every type of successful 
point-of-purchase advertising. 


So get in touch with Barrett today. Let your Barrett 
representative give you full information about 

the complete Barrett line, 

which includes special lock-type 

shingles as well as ‘‘conven- 

tional” designs-——everything you 

need to build up profitable 

reroofing business. 


+ SC Se as 


THE BARRETT DIVISION 
ALLIED CHEMICAL & DYE CORPORATION 
40 Rector Street, New York 6, N. Y. 


205 W. Wacker Drive, Chicago 6, Ill. 
1327 Erie Street, Birmingham 8, Ale. 
*Reg. U. S. Pat. Off. 36th St. & Gray's Ferry Ave., Philadelphie 46, Pa. 
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interlock securely. They are factory- 
sealed by dipping in Permatox W/R 
for protection against decay, mold, 
mildew, termites. 

It is said actually to “breathe,” 
eliminating most causes for paint 
peeling. Panel sizes include 32x10 
and 32x14 inches, ™% inch thick. 


an aan 
282—Wood Planer 


The Delta Power Tool Division, 
Rockwell Manufacturing Company, 
Milwaukee 1, Wis., has added a 13- 
inch single-surface wood planer to its 
Delta-Milwaukee line of woodwork- 
ing and metalworking machines. 

This No. 22-100 planer handles 
stock as short as six inches unbutted, 
as wide as 13 inches, as thick as 5 
inches, and as thin as 1/16 inch. To 
assure a smooth cut, the three-knife 
cutterhead makes 210 cuts per: sec- 
ond. 

All gears, pulleys, and belts are 
enclosed. Fingertip clutch control en- 
ables the operator to stop and start 
the feed without shutting off the 
motor. 


an an 
283—Spray Paint 


M-M-A,, Inc., Box 411, Lancaster, 
Pa., claims to have eliminated many 
of the former disadvantages of spray 
paint in cans with their new product, 
Spritzit. 

This synthetic, fast-drying enamel 
comes in a spray container with a 
valve that is said not to clog. Spritzit 
is packaged under 40 pounds of pres- 
sure, and up to 20 pounds is said to 
remain even after all paint is gone. 

Spritzit is said to dry to the touch 
within two minutes on the average 
job. It is offered in 18 high-gloss 
colors, and special colors and speci- 
fications can be matched on request. 


vv Y¥v 
284—Strapping Cutter 


A. J. Gerrard and Company, Mel- 
rose Park, IIl., have introduced a new 
heavy-duty steel strapping cutter. 

It is said to be especially effective 
on hard-to-reach places, such as 
freight-car bulkheads and walls. The 
tapered lower jaw can be inserted 
easily under the tightest strap. An 
offset handle affords easy grip with 
the tool lying flat against the surface. 

These cutters are available in two 
models. One is for 2-inch strapping. 
The other cutter is for from %- to 
1%-inch steel strapping. 
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B-462. The new Johnson line of 
special storage silos and plant equip- 
ment features “knock-down,” field- 
bolted construction. One popular size 
bulk phosphate storage plant is 16 
feet in diameter, 29 feet high. Two 
plug valves at the bottom control the 
amount of phosphate batched into 
trucks. Under-track screw conveyor 
receives phosphate from _ railroad 
cars, 


B-463. Rub-R-Vive rubber plas- 
ticizer is said to revitalize rubber 
parts and surfaces that have become 
hardened, cracked, and inelastic with 
age. A non-flammable and _ non- 
volatile liquid, it is applied by cloth 
or brush. 


B-464. The Brik-Toter, a portable 
brick conveyor, now comes with a 
gasoline engine for use where elec- 
tricity is not available. The gas 
model, weighing 384 pounds, is easily 
moved from place to place. 


B-465. Flexseal colorless water- 
proofing compound is said to make 
water “bounce like a rubber ball” 
from cement, brick, stone, tile, and 
various insulating materials. It pene- 
trates from % to % of an inch and 
retards efflorescence. 


B-469. Armstrong’s Temlok build- 
ing board now gets a two-coat paint 
finish. The new paint is said to re- 
sist soil and to be easier to clean. Two 
coats of paint reduce shade variation. 


B-472. Shatterbond is a clear coat- 
ing applied to glass to minimize the 
hazard of flying glass and to guard 
against entry of dangerous radio- 
active dust by reducing broken aper- 
tures. It is brushed or sprayed on the 
glass surface. 


B-474. Adex is a new non-skid 
floor surfacing. A liquid-base prod- 
uct, it can be easily mixed with any 
type of heavy-duty paint to form a 
textured, grainy floor coating for in- 
terior or exterior use. 


B-475. The “Speed Barrow” is a 
conveyor said “to do the work of 4 
wheelbarrows” and “to handle as 
easily as a baby buggy, even when 
fully loaded.” It moves on two large 
wheels in front and a small one in 
back, ali with pneumatic tires. It is 
42” wide at the top, 36” deep, and 
has a 12-cubic-foot capacity. 


B-476. A new powered hand tool, 
the Hi-Power Grinder, is claimed to 
do everything from delicate die jobs 
to toughest grinding tasks. Special 
features include motor detachable 
from hand piece, independent ball 
bearing spindle, and forced-air ven- 
tilated hand piece. Eight accessories 
are available. 


B-477, Zinkrich cold galvanizing 
compound is said to offer a com- 
pletely new method of cold galvaniz- 
ing for surface protection of steel 


and iron. When applied to steel or 
iron surfaces, Zinkrich creates an 
electro-chemical union, allowing zinc 
to become galvanized to the metal’s 
surface. 


B-478. The Lyon kitchen air control 
unit is a cabinet placed above the 
range. It discharges about 350 cubic 
feet of air a minute. Merely lifting 
the hood starts the blower. 


B-480. The Delta power tool line 
now includes a new radial arm saw, 
model 40-B. It will make cuts across 
the board at any angle from 0 to 90 
degrees right and left, above the 
working table. It is made in three 
types—portable, mobile mounted on 
rubber-tired trailer, and stationary. 


B-481. “Floats Off,’ a new liquid 
synthetic detergent, is suitable for 
cleaning floors, walls, and other gen- 
eral household items. Containing no 
alkalies or acids, this mild cleanser 
is said to leave no dulling film. 


B-482. Super Seal is a coal tar com- 
pound designed to treat bituminous 
pavements, such as asphalt and black 
top. It is said to seal the harmful 
influences of weather, solvents, salts, 
anti-freezes, and acids out of the 
pavement while sealing in the life of 
the pavement, to keep it smooth and 
even. 


B-483. The Robot automatic garage 
door opener operates the door elec- 
tronically at the touch of a button in 
the car. Garage and yard lights can 
be made to turn on simultaneously. 
Another push button in the house or 
garage closes and locks the door, 
turns out lights. 


B-484, Hush-A-Phone, an attach- 
ment for telephones and dictating ma- 
chine that quiets the sound of the 
voice to provide privacy, has been 
improved to transmit important 
speech frequencies with 5 to 30 times 
greater intensity. It guides impor- 
tant voice tones into the transmitter 
and other tones into an absorbing 
chamber. 


B-485. Fiberglas building insulation 
is now made in longer rolls, requir- 
ing less cutting and fitting. It is com- 
pression-packaged to requre less ship- 
ping space. When unrolled, it springs 
back to natural density. 


B-486. A new glue, 530-11L, is a 
modified urea resin liquid. Suitable 
in either hot or cold press assembly 
gluing, it is used as a wood adhesive, 
abrasive binder, and in other indus- 
trial applications. Two hardeners for 
various purposes have been designed 
to go with the new glue. 


B-487, Lumite woven saran fabrics 
have been tested and approved for 
non-flammability by the Board of 
Standards and Appeals of the City of 
New York. 


B-488. Monowall predecorated 
hardboard wall and ceiling panels are 
now made with a new plastic finish 
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~ Plus Services 


THAT MEAN 


Move Potit 


FOR YOU... 


You get more than plywood, lumber and doors 
when you buy from Georgia-Pacific . . . you get the 
convenience and economy of one source buying of all 


your needs, plus this bonus of extra G-P services: 


1. Truck Deliveries—fast service to your door, | 


whether the order is large or small, timed so you can 

operate on smaller inventories, small risk in investment. \ 

Or you can take advantage of quick pick-up service—out 

of G-P’s big, well-balanced, wholesale warehouse stocks. \ 
2. Diversified Stocks—a complete selection to fill all \ 
your plywood, lumber and door needs. Controlled \ 
grading, milling and handling, every step of the way, 
assure you of top quality products. A policy of constant 
experimentation and research keeps us abreast of the 
latest developments in the handling and processing of 


plywood and lumber. 


3. Simplified Buying—time-saving, cost-saving buying 
through Georgia-Pacific’s “new dimension.” Planned 
buying relieves you of a lot of headaches in advance, 
enables you to get all plywood, lumber, special products 


and door requirements from a single source. 








«~@« 


GEORGIA — PACIFIC 
PLYWOOD COMPANY 


Address Inquiries to: 618 North Capital Way, Olympia, Wash. 

Offices and warehouses in Augusta + Birmingham + Boston +» Chicago + Columbia 

Memphis + Nashville » Newark » Olympia + Philadelphia + Portland 
Raleigh « Richmond + Savannah 
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G-P PRODUCTS 

Douglas Fir Plywood 

GPX Plastic-faced Plyu 

G-P Crouwnply Hardwood 
Plywood 

G-P Plysheet Southern 
Plywood 

Giant-sized Scarfed Pane 

Fir and Hardwood Doc 


Louisville - Cypress and Redwood Lumber 


Western Fir and Pine 
Lumber 

Southern Pine Lumber 

Western and Southern 
Mouldings 

Southern and Appalachian 
Hardwoods 

Residential and Factory 
Floo ring 

lreated Lumber and 
limberss 





called M-67. Developed during years 
of research, it is hardened by a spe- 
cial process that makes it more lus- 
trous and more durable. 


B-489. The KV1 job-ticket envelope 
is made of non-flammable cellulose 
acetate, completely transparent, so 
that the contents can be quickly iden- 
tified. Edges are protected with 
strongly-sewn tape. They can be used 
to protect photographs and other 
sales literature. 


B-490. The improved Comet Clip- 
per contractor’s saw has a new con- 
trol for raising and lowering the 
radial-arm column, located out of the 
way of the operator. The blade guard 
and sawdust chute have been rede- 
signed, all controls more compactly 
grouped, and oiled felt wipers im- 
proved to completely protect arm 
bearings. 


B-491. The staggered-tooth prin- 
ciple has been extended to the entire 
line of Disston’s Bite-Rite double-cut 
files. Overlapping teeth give a 
smoother cut. Undercut teeth remove 
chips faster. Single-cut taper files 
have been strengthened on the edge 
by a change in design. 


B-492. The new Mansfield nylon 
toilet valve seat is said to outlast 
three to five metal seats of the same 
type. The nylon’s resiliency provides 
a tight fit. It can not corrode. 


B-493. Celotex now makes Triple- 
Sealed asphalt roofing shingles in a 
new color, coral blend. It is produced 
by blending pastel corals and -gray¥s. 


B-494. Model 450 Skil radial saw is 
said to perform the most difficult 
bevel, miter, rip, dado, plough, and 
rabbet cuts quickly, easily, and ac- 
curately. Made in a variety of volt- 
age, horsepower, and RPM specifica- 
tions with either 14- or 16-inch 
blades, this saw has either manual or 
magnetic controls. 


B-495. The ABCo air-cooled, auto- 
matic, gas-fired incinerator consists 
of an air-tight, heavy-gauge steel cas- 
ing interlocked at four corners. A 
three-fold insulation keeps heat with 
in the unit. A clock can be set to pre- 
determine burning time. 


B-496. A new line of metallic 
bronze lacquer finishes, offered to the 
industrial trade, closely simulates the 
appearance of plated metal. Among 
the 15 shades and finishes are an- 
tique, gold, copper, brass. 


B-497. The Kleen-All heavy-duty 
floor squeegee-scraper is made of 
heavy 13-gage hot rolled steel, dur- 
able green enamel, and heavy-duty 
gum rubber blade ™%-inch thick. 
Combination splash lip and scraper 
blade quickly remove dried material, 
gum, food, etc., from floors. It is 
made in 18-, 24-, and 30-inch sizes. 


B-498. Clark Utilitruc trucks can 
now be equipped with a clamp de- 
vice for handling bulky loads with- 
out pallets. It is available for all 
models, both gas and electric. 


B-499. The Bruce Doozit floor 
polisher is designed to simplify use 
of re-usable pads. Backed by a 5- 
year guarantee, this long-handled 
household tool is used with Bruce 
cleaners and wax. 
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285—Shade Screen 


The Rudiger-Lang Company, 
Berkeley, Calif.. announces a new 
aluminum shade screen that keeps out 
heat as well as insects. 

Called TENSION-tite, it consists of 
thousands of tiny louvers that keep 
out sun rays, yet allow the home- 
owner to see out. A “guide bar” sim- 
plifies installation. It is temporarily 
detached from the screen to locate 
the correct position of the five 
screws. 

It is claimed that use of these 
screens on windows facing the South 
or West make these usually hot rooms 
the coolest in summer. 
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286—Acoustical Tile 


The Wood Conversion Company, 
First National Bank Building, St. 
Paul, Minn., now makes Nu-Wood 
acoustical tile. 

This new addition to the com- 
pany’s building products line has 
tongue and groove edges permitting 
use of the Nu-Wood reversible clip 
= assures proper alignment and 


iv, 
The tile fiber contains thousands 
of sound-deadening cells in addition 


to accurate, surface-drilled holes. 
The surface is treated with Sta-Lite, 
which is said to grow lighter with 
time rather than dark. The %-inch 
thick, 12x12-inch tiles can be ap- 
plied with the Nu-Wood clips, ad- 
hesive, nails, or screws. 
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287—Partition Assembly 


The United States Gypsum Com- 
pany announces a new Rocklath and 
plaster partition assembly that is 
said to reduce substantially the ex- 
pense, effort, and time needed to 
erect fireproof walls where one-hour 
fire ratings and 45-decibel sound 
ratings are required. 


This non-load bearing partition 
consists of Trussteel studs, Rocklath 
plaster base attached with Brace- 
Tite clips, and plaster. Stud size de- 
termines whether wall thickness is 
4%, 5%, 6, or 8 inches. These hollow 
partitions will conceal conduits, 
piping, or air ducts. 

The truss design of the studs and 
rigid attachment of the Rocklath as- 
sures greater strength and durability. 
Only % inch of plaster is required 
over the Rocklath. 
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288—Water Repellent 


The Con-Cor Paint Company, 4550 
Main Street, Kansas City, Mo., has 
introduced Cor-O-Pel, a clear sili- 
cone-base water and stain repellent 
for porous or semi-porous masonry 
and mortar joints. 

It is said to penetrate the surface 
more than 14 inch and to leave the 
surface non-glossy and unchanged in 
color or texture. Tests prove it ef- 
fective for more than 10 years. 

Cor-O-Pel is applied with brush or 
spray gun. A single application is said 
to suffice. 
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289—Translucent Awning 


The Awning Division, Stahl Indus- 
tries, Inc., Earl Avenue, 
Youngstown, Ohio, has introduced 
“Staylight,” a translucent awning to 
let in light and give sun protection at 
the same time. 

It is constructed of “Staytex,” a 
new material with a heat conductivi- 
ty of only 2 per cent of that of alumi- 
num. A non-critical material, it is said 
to be stronger than steel yet lighter 
than aluminum. It will not rust, rot, 
mildew, or warp, according to the 
maker. 

Color is sealed in permanently. 
The awnings are easily washed and 
fully ventilated. 


an an 
290—Fire-Resistant Wall 


The Great Lakes Carbon Corpora- 
tion, 18 East 48th Street, New York 
17, N. Y., announced that a 6-inch 
curtain wall made with Permalite 
lightweight aggregates has received a 
4-hour fire rating from the Under- 
writers Laboratories, Inc. 

The wall consists of an exterior 
layer. of Permalite portland cement 
plaster of concrete 4 inches thick and 
an interior layer of Permalite gyp- 
sum plaster 1 inch thick, separated 
by a furring channel. Paper-backed 
metal lath is affixed to and spaced 1 
inch from the exterior edge of ver- 





Podner, you might as well face facts. These new 
asbestos granular shingles in the popular MUSTANG 
colors: green, tan, coral, and blue, have sales appeal! 

Just latch onto a free sample of the new MUSTANG granular 
surfaced asbestos shingles and you'll see what we mean! 
Granular MUSTANGS are as permanent as granite, podner! 
The ceramic granules stay on the shingle, thanks to a special 
process which MUSTANG manufacturers have developed 

and which prevent the granules from rubbing off. 

And podner, talk about being popular, these four new 
MUSTANG colors are tops in siding colors! They were 
selected after a survey was made among 


architects, builders, and lumber dealers. 


GET THIS Raqagaaee PODNER! 


*K r= ember We're hankering to send you, Podner, a br 
Cm 9 spankin’ new sample board showing our six ¢ 
of MUSTANG asbestos shingles: granular green, tan, 


IT PAYS coral and blue—also white and dove gray. Just drop 
TO SELL us a line and youll get the specially constructed 


MUSTANG sample board that will actually help you 
MUSTANGS make more sales of asbestos siding. 
Drop us a line today, now, Podner—don’t put 
it off. It means more sheckles in your jeans. 
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¢ The ASBESTOS COMPANY of TEXAS > 


A] 
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tical structural steel supports. Ap- 
plied with the “E-Z-On” machine, the 
Permalite embeds the steel supports. 
_ A similar type of construction also 
is possible, using aluminum lath in 
place of paper-backed steel. 
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291—Sliding Doors 


Harris, Inc., 200 East Long Street, 
Columbus 15, Ohio, announces a new 
line of hardware for interior sliding 
doors. It features a single type of 
aluminum track designed to serve 
beth single doors and multiple or by- 
passing doors. 

This track is said to eliminate need 
for forming odd-shaped strips or for 
mortising the header in any way. It 
can be installed in the standard 5-inch 
wall to carry 13-inch by-passing 
doors. The V-shape of the roller 
groove tends to keep the roller in 
alignment. The roller is of pure nylon 
for long life and quiet operation. 

Another chief advantage is that the 
dealer need stock only a single track 
and hanger assembly to meet all re- 
quirements. 


Vv ¥4 
292—Limb Holder 


The J. B. Sebrell Corporation, 300 
South Los Angeles Street, Los 
Angeles 13, Calif., announces a new 
piece of tree-pruning equipment, the 
“Limb Thrower and Holder-Upper.” 

This tool consists of 44-inch round 
steel in a U shape, attached to a 


pole, which in turn fits into other 
sections that extend it up to 60 feet. 
Poles are made in lengths of from 
2 to 30 feet. 

The U-shaped end holds the limb 
up while the pole sticks into the 
ground. It will hold limbs as large 
as 9 inches in diameter. Limbs can 
be guided to fall in the desired 
direction and are more easily cut 
held in proper position. 

Free booklet, “How NOT to Prune 
Trees,” available on request. 


ODP PPP PPP PPP PPP PPB PPP 
Among The Wholesalers 
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ASHEVILLE, N. C.: The Symms 
Millwork and Supply Company here 
has discontinued its retail operations 
to become wholesalers exclusively. 
The firm manufactures quality wood 
window units, doors, and other mill- 
work. It will wholesale stock doors, 
windows, and other building ma- 
terials. 


SHREVEPORT, LA.: The American 
Metal Window Company has been 
made distributor in north Louisiana 
and southwest Arkansas for Rusco 
prime windows. 

AIKEN, S. C.: The Montgomery 
and Crawford Company, Inc., of 
Spartanburg, has opened a_ branch 
office here. The firm distributes a 
variety of hardware, mill, plumbing, 


electrical, and other building sup- 


plies. 


JACKSONVILLE, FLA.: G. Fetter 
Puthuff, president of the company 
that bears his name, has announced 
his firm’s opening at 2231 West 
Beaver Street. The company distrib- 
utes Thor appliances, other appli- 
ances and building materials. 


ATLANTA, GA.: Sloane-Blabon 
smooth surface floor coverings are 
now supplied in this area by McInnis 
and Company, Inc. 


SHREVEPORT, LA.; The Allen 
Millwork Manufacturing Corporation 
now wholesales Insulite building 
board, wallboard, insulating lath, 
sheathing, acoustical and _ ceiling 
tileboard, and roof insulation. 


KANSAS CITY, MO.: The Long- 
Bell Lumber Company line of yards, 
with headquarters here, has been 
made distributor for the new Morri- 
son Roly-Door. These yards will dis- 
tribute the four-sectional, all-steel 
overhead residential garage doors in 
Okluhoma, Arkansas, and in the 
northwestern part of Texas, accord- 
ing to L. G. Everitt, general manager 
of the retail department for Long- 
Bell. 


HOUSTON, TEX.: A_ 50-year 
charter of incorporation has been 
granted Grogan’s Wholesale and Re- 
tail Lumber, Inc. Incorporators in- 
clude Essie Mae Farda, Viola Fran- 
ces Stewart, and Robert W. Causs. 





REMODELING BOOM 
MAKES WALL PANEL 
SALES GROW 


“I sell plenty of AFCO Pre- 
finished Wall Panel,” says B. 
Courtney of Olinde Hardware & 
Supply Co. of Baton Rouge. “I 
sell it by displaying it as attrac- 
tively as possible. Last month I 
built a simple display of AFCO 
Wall Panel, set some colored 
bathroom fixtures in it, and 
made a sample package price on 
the whole setup. 

“I pushed FHA financing un- 
der Title I, and advertised the 
package at a small monthly fig- 
ure stretched out over a 30 
month period. The store display, 
some newspaper advertising and 
some radio spot announcements 


increased AFCO sales for me 
25% in a 30 day period. 

“The Silent Salesman helped 
plenty; it was moved to various 
points in the store, where other 
advertised articles were drawing 
traffic. 

“More than ever before, peo- 
ple are thinking about fixing up 
their homes, and our remodeling 
promotion is bringing us new 
customers every day. AFCO is a 
good seller to remodeling cus- 
tomers... creates tie-in sales, too, 
for water proof cement, mould- 
ing, fixtures and other items.” 

AFCO Prefinished Wall Panel 
has everything — beveled score 
line, baked in plastic finish, 
choice of ten  preharmonized 
colors, colorful literature, dis- 
plays, full line of mouldings and 
cement. Write on your letter- 
head today for information. 


A&F TILEBOARD CO., INC. 
ALEXANDRIA, LA. i ay 


P. O. BOX 4085 ° 
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Now you can load 


conventional 


lyunber Ems 


with a Ross 
fork truck! 
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e 
New hydraulic 


CU LOADER attachment You'll want all the facts, so... 
MAIL COUPON TODAY! 


Permits ready adaptation of Ross Fork Truck lumber handling 
system to all types of storage sheds. Saves storage space, saves con casi cea ioe ou nea sea des anni aan 


THE ROSS CARRIER COMPANY 


170 Miller Street, Benton Harbor, Michigan, U.S.A. 


man-power, cuts handling costs. 

“BIN-LOADER” does not interfere with normal fork truck 
operation. In addition, it can be readily detached when de- 
sired — on or off in a matter of minutes. 

“BIN-LOADER’” is easily interchangeable with scoop bucket, 
snow plow and all other Ross attachments. 

“BIN-LOADER” is controlled from the fork truck cab by 
the driver. 


” Rely THE ROSS CARRIER COMPANY 
: Direct Factory Branches and Distributors Throughout the World 
,170 Miller St., Benton Harbor, Michigan, U.S.A. 
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Send details on Ross Fork Truck BIN-LOADER 
Attachment 

Name 

Company. 

Street 


City 
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MARYLAND 


ELKRIDGE: J. H. Twoomey and 
Sons are now doing business in their 
handsome new store and showroom 
at 5611 Washington Boulevard. 


CRISFIELD: M. B. Thawley, sec- 
retary-treasurer of the A. B. Coch- 
rane Company here, is a new vice- 
president of the Bank of Crisfield. 
He has been a member of the bank’s 
board of directors for 15 years. 


LOUISIANA 


AMITE: Harold McCloy has been 
made assistant manager of the Clem- 
ens Brothers Lumber Company here. 


LAFAYETTE: P. J. Voorhies, Jr., 
general manager of the Lafayette 


Sash and Door Factory; Dudley Utter, 
district manager of the Celotex Cor- 
poration, and John N. Everett, Celo- 
tex sales representative, conducted a 
sales meeting for 125 lumber dealers 
from south Louisiana here recently. 
A buffet dinner and entertainment 
followed the business session. 


BATON ROUGE: Budd F. Ander- 
son has been appointed assistant gen- 
eral manager of the Central Lumber 
Company, Inc. He formerly was an 
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LOKTITE sells so easily because it offers extra, 


exclusive 


features—additional advantages in 


safety, beauty and economy which customers 


readily recognize. 


Loktite delights customers who are appear- 


ance-conscious. 


of safety. 


Satisfies those who think first 


Pleases those who insist on extra 


value in every purchase. 


The exclusive LOKTITE design 
which double-locks at each ex- 
posed corner. Assures safety 


in storm and wind. 


AMERICAN ASPHALT 


For greater roofing volume, show Loktite. 


WRITE, WIRE or PHONE for full details, today. 


ROOF CORPORATION 


Member Asphalt Roofing Industry Bureau 


Kansas City 3, Mo. 
7600 Truman Road 


E. St. Louis, Il. 
31st and St. Clair 


Salt Lake City 10, Utah 


Ft. Worth 7, Texas 


1674 Beck 2316 West 5th 





official with the Esso Standard Oil 
Company. 


NEW ORLEANS: Charters of in- 
corporation have been granted the 
Canal Lumber Company and the 
American Mill and Supply Company. 


ABBEVILLE: The Weill Lumber 
Company recently filed articles of 
incorporation. 


ARKANSAS 


FORREST CITY: William E. Pear- 
son has succeeded his brother, James 
Pearson, as manager of the Harlan- 
Noe-Benton Lumber Company. The 
latter Pearson now owns his own 
building supply firm here. 


BOONEVILLE: The _ Booneville 
Lumber and Supply Company, op- 
erated by L. J. Willis and his son, 
Jack, is enlarging its plant here, so 
they can increase their lines of stock. 


SOUTH CAROLINA 


GREENVILLE: The C. W. Cason 
Lumber and Realty Company has 
been granted a charter to operate a 
— and building supply business 

ere. 


OKLAHOMA 


BRISTOW: John Cash is new man- 
ager of the Long-Bell yard here. He 
succeeded Melvin Moody, who re- 
cently resigned to enter the Baptist 
Seminary at Fort Worth, Tex. 


ELK CITY: The Elk City Lumber 
Company recently opened its new 
appliance store. The appliance de- 
partment has grown so much that 
this separate store is necessary, ac- 
cording to Manager D. K. Ramsey. 


GEORGIA 


SUMMERVILLE: The Lenderman- 
Perry Supply Company has moved 
into its new building on Economy 
Street. 


MACON: Thieves took 144 paint 
brushes worth over $2,000 from the 
Willingham Sash and Door Company 
last month. ... The J J Lumber Com- 
pany has been granted a charter to 
sell building supplies here. Owners 
are Eugene H. Jordan, C. C. John- 
son, Jr., and J, Rene Hawkins. 


TEXAS 


AMARILLO: The Olver and Wig- 
gins Lumber Company has complet- 
ed a major remodeling program 
started eight months ago. Winter- 
summer air conditioning, large plate- 
glass windows, custom-made count- 
ers, and a rubber tile floor are among 
the improvements. 


SWEETWATER: The May Brothers 
Lumber Bin has new storage facili- 
ties to accommodate 30 additional 
carloads of lumber. 


EDINBURG: Howard E. Tewell, 
founder and president of the Tewell 
Lumber Company, has sold the pio- 
neer firm to Nix Harrington and 
Wayne McCluskey. Both new owners 
formerly were associated with the 
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Recommend and Sell 


DURALL 


America’s Fastest-Selling 


ALUMINUM TENSION SCREEN 


over 2,000,000 now in use! 
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NEW YORK WIRE CLOTH CO., Dept SB-4 
445 Park Avenue, New York 22, N. Y. 


Please send me: 
(-0 Full information about DURALL 


(0 Free newspaper mats, folders, ete. 










Each Durall screen is 






attractively packaged in an individual, Address ............. 
compact container — handy for storage! 






company. McCluskey is active man- 
ager and Harrington continues as 
president of the Southern Oil Supply 
Company. 


LA GRANGE: Erwin Janssen, 
manager of the Farmers Lumber 
Company, has received orders to re- 
port to Brooks Field, San Antonio, 
for processing prior to return to duty 
with the Air Corps. 


DALLAS: R. Mayo Hankins has 
joined the Wilcox Lumber Company 
as executive manager of all depart- 
ments. He will supervise sales and 
service. 


GRAND PRAIRIE: Loyd C. Sulli- 
van has bought the Harrison and 


Shope Lumber Company. Sullivan 
has moved here to manage his yard, 
which is now known as the Builder’s 
Supply Company. 


MINEOLA: The Wood County 
Lumber Company recently moved 
into a new building on Highway 80. 


BALLINGER: J. E. Porter now 
manages the Higginbotham Lumber 
Company. He was transferred from 
Gorman, where he was a yard man. 


HOUSTON: The lumber dealers 
here are taking an active part in the 
“Houston Beautiful’ campaign. Last 
year they helped the town win third 
place in the national Cleanest Town 
contest. ... Y. M. Holston has re- 
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turned to the Carter Lumber Yard as 
sales manager after an absence of 
five years. After 10 years of service, 
Haywood Nelms, Sr., retired as presi- 
dent of the Carter yard. He was re- 
placed by Haywood Nelms, Jr. 


CORPUS CHRISTI: The Corpus 
Christi Brick and Lumber Company 
has moved into its new home at 121 
North Staples. 


EL PASO: The Peterson Lumber 
Company has secured a permit for 
constructing a new warehouse... . 
The Rio Grande Lumber Company 
held the formal opening of its new 
offices and plant last month. Swept 
by fire last June, the firm is now lo- 
cated at 210 North Lee Street. 


FLORIDA 


FERNANDINA: The Fernandina 
Lumber and Supply Company has an- 
nounced that its marine supply divi- 
sion is now separated from its build- 
ing supply division. E. L. Hiller, man- 
ager for eight years, has taken over 
management of the marine division 
with offices in a waterfront building. 
C. P. Moore, formerly of Youngstown, 
Ohio, now manages the building sup- 
ply division. 


PANAMA CITY: Mayor Jimmie 
Floyd has announced that the Lynn 
Haven Lumber Company, which he 
owns and operates, is now located in 
new quarters at 9th and Ohio Streets. 


NORTH CAROLINA 


CHARLOTTE: Following the death 
of John R. Cathey, the Cathey Lum- 
ber Company here has elected the 
following officers: A. K. McLeod, 
president and treasurer; C. L. Barber, 
vice-president and assistant secretary 
and assistant treasurer; and W. S. 
Stewart, secretary. 


LIBERTY: A charter of incorpora- 
tion has been granted the Jenkins 
Fuel and Appliance Company to sell 
ice, coal, and building materials, 


GASTONIA: The Pearce Supply 
Company has been granted a charter 
to sell building materials here. 


MISSISSIPPI 


GULFPORT: The Hill Lumber and 
Supply Company has been sold to the 
Bailey Lumber and Supply Company. 
Sherwood R. Bailey has moved here 
from Jackson to manage the yard. 


KANSAS 


Residence Casements 
Architectural and Commercial 
Awning Windows e Commercial 
Projected Windows e Pivoted 


Windows e Security Windows 


The Empire Line of Steel Windows offers 
opportunities to dealers to handle a steel 
window product which is rapidly growing in 
favor with Southern users. This line of win- 
dows, properly engineered, accurately and 
sturdily built, is bonderized to produce a 
better window, yet sells at competitive 
prices. 


Write for literature. 


DECATUR IRON & STEEL CO. 
Decatur 


Serving Southern Builders for Over 60 Years 


EL DORADO: Irvin H. McIntire, 
active in the building supply busi- 
ness for 50 years, has sold the Mc- 
Intire Lumber Company to Ralph 
C. and Dwight M. Rounds. He ac- 
quired his own firm in 1924. 


GYPSUM: The Moore Grain and 
Lumber Company has a new set of 
scales. It has a concrete deck 10 feet 
wide and 60 feet long and has a 
weighing capacity of 50 tons. 


BLUFF CITY: The Long-Bell 
Lumber Company has closed its yard 
here after nearly 65 years of con- 
tinuous service. 


MADISON: Marvin Koch has re- 


Alabama 
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Hot weather means hot homes—a great untapped 
market for Zonolite® Loose Fill Insulation! THIS 
YEAR ZONOLITE IS GOING AFTER SALES IN 
THIS GREAT MARKET — FOR YOU — with a 
PROMOTION THAT PACKS A REAL WALLOP! 


PLAY BALL WITH THE WINNER... 
IT PAYS OFF IN TOP SALES AND 
PROFITS! JOIN THE PENNANT " . 
WINNING ZONOLITE SALES-SLUGGERS | 
BY RUSHING THIS COUPON 
BACK NOW! 


National ads in the Saturday Evening Post, Living, 
American Home and other leading magazines; 
window and counter displays; red-hot newspaper 
ads; new radio spots; new mailing pieces—are but 
a part of this complete and hard-hitting sales- 
promotion. 


ZONOLITE COMPANY 


135 S. LaSalle St. Dept. SBS-41 Chicago 3, Ill. 


ZONOLITE COMPANY 
Dept. SBS-41 
135 S. LaSalle St., Chicago 3, Ill. 


Rush me full information on Zonolite’s new Spring-Summer 
Insulation Promotion. No obligation on my part, of course. 
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VENTO 
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Effortless Operation 
Gracefully designed, easy- 
moving Roto or Lever type 
operators and locking 
handles, as specified. Exten- 
sion type hinge for ease in 
cleaning. 


Weathertight Seal 
Double contact construction 
gives snug fit. Positive cam 
action locking handle in- 
sures weathertight seal 
around perimeter of the 
ventilator. 


Lasting Service 
Solid steel sections; all 
corners electrically welded; 
cleaned and prime painted. 
A permanent installation. 


Write us for full information, also 
facts about Vento steel basement, 
utility and barn windows, Vento 
steel lintels for cost-saving block 
construction. 


Products 


INC. 


BUFFALO 15, N. Y. 





placed Herb Huffman as manager of 
the Hardman-Snowden yard here. For 
the past five years he has been as- 
sistant manager of the company yard 
in Washington. 


COFFEYVILLE: Sam Dixson has 
been transferred here to manage the 
lumber department at the Long-Bell 
Lumber Company. Formerly of 
Blackwell, Okla., Dixson replaces 
Reed Patterson. 


MISSOURI 


WELLSVILLE: The LaCrosse 
Lumber Company yard here has a 
new manager, W. D. Boyles, trans- 
ferred from Crystal City, Mo. James 
Mapes, former manager, remains 
with the yard. 


WEBSTER GROVES: Mrs. Val E. 
Reis and son, Dick, have bought half 
of the Big Bend Lumber Company, 
making them sole owners. The pur- 
chase was made from Robert E. Sie- 
mens, former partner of the late Val 
Reis. 


CARROLLTON: Artie Warren has 
purchased a site here to open a lum- 
ber yard soon. He has been associated 
with Long-Bell and La Crosse yards. 
Last year he bought the R. Lee Lum- 
ber Company in Ludlow. 


FAYETTE: Raymond Brame is now 
manager of the La Crosse Lumber 
Company here. He was transferred 
from Slater. 


TENNESSEE 


UNION CITY: Will A. (Doc) Naill- 
ing, president of the Nailling Mill and 
Lumber Company, local contracting 
dealers, addressed the Junior Wom- 
an’s Club in Fulton, Ky., March 7, 
on “Modern Home Trends.” Nailling 
is noted for his innovations in the 
use of building materials in designing 
new homes and commercial buildings 
in this section. 


Obituaries 


JOHN HOWARD COURTNEY. Wash- 
ington representative of the Ameri- 
can Standards Association and one 
of the country’s leading authorities 
on building codes, died March 8 
while attending a meeting of the 
committee on unification of build- 
ing codes in New Orleans. He was 
secretary of this committee. The au- 
thor of many technical papers, he 
was a member of the American So- 
ciety of Civil Engineers and associate 
member of the Building Officials 
Conference of America. 


J. ROGER WHITE, 61, vice-president 
in charge of sales and advertising 
for the Formica Company, Cincin- 
nati, Ohio, manufacturer of laminat- 
ed plastics, died March 19. He joined 
the company in 1927. Surviving are 
his widow, son, and daughter. 


JAMES A. HOPKINS. 61, died 
March 7. He was owner and operator 
of the Van Buren Hardwood Floor- 
ing Company and the Hopkins Hard- 
ware Company, in Van Buren, Ark. 





“Hurry it up, will you fellows? 
. or we'll have to begin plan- 
ning another wing!” 


He leaves a widow, three daughters, 
two sons, and three grandchildren. 


JAMES RUFUS WALLACE, 73, died 
February 28. He had been engaged 
in the lumber business since 1919 and 
was president of the Wallace and 
Smitherman Lumber Company in 
Troy, N. C. Surviving are his wid- 
ow, four daughters, 12 grandchildren, 
and three great-grandchildren. 


HARRY T. ABLES, 67, manager of 
the Builders Lumber Company in 
San Antonio, Tex., and famed pitch- 
ing star of the Texas League, recently 
died after a long illness. He also 
pitched in the major leagues with the 
New York Yankees and Cleveland 
Indians, and for four years was presi- 
_ of the San Antonio baseball 
club. 


W. T. WHITEMAN, 80, pioneer east 
Texas lumberman of Alto, died March 
7. A former president of the Lum- 
bermen’s Association of Texas, White- 
man was honored by the association 
several years ago on the occasion of 
his 50th year in the lumber busi- 
ness. He had owned a number of 
mills. He leaves a widow, two sons, 
two daughters, eight grandchildren, 
and four great-grandchildren. 


EUGENE JUDSON CURTIS, 66, pres- 
ident of Curtis Companies, Inc., Clin- 
ton, Iowa, makers of Curtis millwork, 
died February 28, in Honolulu, 
Hawaii, during a vacation. He was 
active in the lumber business during 
his entire career, having joined the 
company founded by his father in 
1866. He was a director of the Na- 
tional Woodwork Manufacturers As- 
sociation and a founder and past- 
president of Ponderosa Pine Wood 
work. He had been appointed a mem- 
ber of the millwork advisory com- 
mittee of the National Production 
Authority. He leaves a widow, two 
sons, and two daughters. 


JOHN B. FERRAN, 37, of New Or- 
leans, executive secretary of the 
Louisiana Forestry Association, died 
of a heart attack March 21 in Alex- 
andria en route to a hospital after 
attending a Kiwanis minstrel prac- 
tice. He leaves a widow and son. 


BENJAMIN I. SPARKS, 81, Houston, 
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“AFTER 40 YEARS” 


OCONEE 
Clay Pres a Must oa Ste Tlever Kusts 


OCONEE Products are dealers’ products. You 
have an “All-The-Way-With-Clay" source of 
supply when you handle OCONEE’s FULL-LINE 
Clay Products. 


CLAY PIPE needs no pampering. There is no 
staining, no rusting, no deterioration. Easy to 
stock ... easy to sell. 


Make no mistake about it! OCONEE is right 
here in the South. There is a complete line of 
Clay Products for every OCONEE dealer. 


Ask for our booklet “After 40 Years." A post 
card will bring you one—or request one from 
any OCONEE salesman. 


OCONEE-ware is a natural . . . Earth's most 
enduring substance . . . CLAY. Fully vitrified 
in OCONEE kilns to serve you. Stock OCONEE 
- « » SELL OCONEE today. A natural product 
that NEVER wears out. 


OCONEE 








CLAY PRODUCTS COMPANY 
MILLEDGEVILLE, GEORGIA 
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Tex., died of pneumonia March 17. 
From 1903 to 1916 he was secretary- 
treasurer of the Miller and Vidor 
Lumber Company in Galveston. He 
later organized his own company, the 
Sparks-Worrell Lumber Company in 
Fort Worth. He retired a year ago. He 
leaves a widow and four sons. 


ALONEY R. OWEN, 78, head of the 
Three States Lumber Company in 
Blytheville, Ark., died March 16 in 
Eau Claire, Wis. He also was presi- 
dent of the John S. Owen Lumber 
Company in Owen, Wis., and chair- 
man of the board of the O and N 
Lumber Company in Menomonie, 
Wisconsin. 


JOHN FANDERLAIN BURGESS, 82, 
died March 17, at his home in Dallas, 
Tex. He had lived in Dallas 51 years, 
during which time he was continu- 
ously connected with the Buell and es 
Company lumber firm and served as cs oe 
a steward of the Methodist Church. Mf ght 
Surviving are his widow, two sons, 
and a granddaughter. 


IRVING G. STRAUSS, head of the “lot : Id stop makin 
University Oaks Lumber Company in ! wish the chief waa - P f 9. e 
Houston, Tex., died March 20. He was a game of our territory! : — ~— 
a founder of the Brown Brothers . t year in Labrador! 
Sash and Door Company, Standard him for tha y 
Concrete Company, and the Freeway 
Building Supply Company. Before en- 
tering the lumber business, Strauss 
was a builder. His widow, a daugh- . 
ter, and son survive him. Wall Fire Resistance the second research correlation 
e ; conference, is being distributed by 
ROBERT G. KIRKWOOD, 73, head of “Fire Resistance of Exterior the Building Research Advisory 
the Kirkwood Lumber Company in : Ae : 
Whitewater, Kan., was killed March Non-Load-Bearing Walls,’ the Board of the National Research 
13 in an automobile accident. publication of the proceedings at Council. 

These specific details in the 
construction of multi-storied build- 
ings have been the subject of 
attic ventilation widespread controversy resulting 
the from new developments in the de- 
right way is MI @ sign and engineering of exterior 

oe ND Suet WAY non-load-bearing walls. Architects, 

engineers, manufacturers, and 
WIND-WAY builders attended this conference. 
VERTICAL . Single copies of the proceedings 
are $3.50. Order from BRAB at 
DISCHARGE ‘= 2100 Constitution Avenue, Wash- 


v I : ington 25, D. C. 
Ae CULY — sone Tennessee Is Year’s 


PACKAGE . —_ First “Keep Green” State 


FAN 

The first state to adopt the 
“Keep Green” program in 1951 
is Tennessee—which became the 
nation’s 29th Keep Green state 
February 8. 
BECAUSE: More than 400 leaders from all 
It is designed to fit ANY type building EASILY over the state braved one of the 
winter’s worst ice storms to attend 
the program in Nashville. Gover- 
nor Gordon Browning was among 
those lauding the program, 

Lou Williams, of Chattanooga, 
was named president. Other of- 
on © depla; tactgoesl, cxpeter San ficers included Earl Carter, Chat- 

tanooga; W. I. Dooly, Conasauga; 
2 for oe E. E. Byars, Franklin; S. A. Robert, 
cei nabeiaeees Jackson; Mayland Muse, Johnson 


(2 FAM AND VENTILATOR CO. City, and George Thorogood, 
—— 531 St. Joseph St. New Orleans! 2, Lo. Cleveland. 





























Installation costs, time and effort cut down to a minimum 
WIND-WAY merely sets on the floor of the attic or 

the trim of the well hole. It is NEVER fastened 

in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 


WIND-WAY sells “on sight” to people who recognize it 
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Silver Comet 


ONE COAT ALUMINUM PRESERVATIVE 


Dealers sell this easily applied and amazingly efficient and 
durable preservative for old and new roofs. It is a heavy 
solution of SCO-CO Cotton Seed Oil Gum (Cotton Rub- 
ber) and metal-flake Aluminum, materials impervious to 
exposure and weather. Contains no asphalt or coal-tar, and 
has low carbon and no dye content. 


CSTE — > 3 es 2 


‘CROSS-SECTION OF 


“INSULATES Economically insulates by radiation. Heat-rays literally bounce 
{ J | Tiquid Roofing has 


en gai 


“™ is 





off its reflective surface. Yet Silver Comet 


—_ no objectionable glare. 
oe ERVE. Preserves all asphalt-type roofs by sealing in the asphalt oils, 
PR S$ preventing drying out and cracking . . . On metal (including 








sheet aluminum) or composition roofs (including shingles), Silver 
Comet protects against corrosion and decay. 








objectionable glare. 


— Silver Comet contains no asphalt or coal-tar to crawl, harden or 


crack open. Its base is SCO-CO processed Cotton Seed Oil Gum 
(Cotton Rubber) which forms a tough, thick leather-like "skin" 
leaving the undercoat flexible and elastic. Because of the resulting 
inherent "stretch,"’ Silver Comet withstands vibration, contraction 
and expansion. It gives without softening under the hot sun, or 
cracking when cold. IT STAYS PUT, smooth and impermeable. 





OT oe Silver Comet beautifies by hidi I si f deteriorati d 
' y hiding all signs of deterioration an 
| BEAUTIES corrosion under a smooth silver-like surface of subdued sheen. No 











This close-up heterent 
shows an actual roof sec- 
tion, portly coated 9% 
eors before. The un 


still in. excellent condi- 
tion. THIS PRODUCT 
REALLY DOES A JOBI 


SOUTHPORT PAINT CO.. Savannah, Ga. 
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| How to Make 
a Good 
First Impression 


Every builder knows that homes SELL 
FASTER if some outstanding features make 
his prospect say "I like that’. Ornamental 
iron porch posts are EYE CATCHERS that 
produce sales. Wrought iron has public ac- 
ceptance because it looks better, lasts 
longer with low upkeep, and is less ex- 
pensive. 


Dealers prefer Coffman's porch posts be- 
cause they give greater owner satisfaction 
and because EACH SALE SHOWS A 
NICE PROFIT. You can easily carry a 
representative supply of stock sizes and 
designs. 


How to Fit 
a Universal 
Porch Post 


Coffman's #150 porch 
post can be used for any 
porch height from 6'10!/4 
to 8'0. Simply cut off 
the legs as needed. This 
post is especially recom- 
ded for r deling. It 
can be installed easily in 
an hour. All fittings are 
included in these low 
contractor's prices: 


Corner $35.70 
Flat $21.78 





Load capacity: 
Flat 840 Ibs. 
Corner 33,000 
Ibs. Finished 
with primer only. 


on 
waren merpeo 


No. 150 Corner 


Write for Complete Information 
FREE Catalog SBS 


The R.G. Coffman Co., Ine. 


P. O. Box 1113 
ORLANDO, FLORIDA 




















Since earthquakes have been of 
concern to builders in some areas 
for many years and the possibili- 
ties of atomic blasts must now be 
considered by builders throughout 
the nation, the American Concrete 
Institute’s 47th annual convention 
in San Francisco, Calif., recently 
featured several papers on designs 
resistant to such destruction. 

John J. Gould, consulting engi- 
neer, described a new apartment 
building in which the reinforced- 
concrete bearing walls, erected at 
low cost, are capable of resisting 
earthquakes, hurricanes, and offer 
considerable protection against 
atomic blasts. Normal unit stresses 
were increased only from one- 
third to one-half. 

Professor R. R. Martel, Cali- 
fornia Institute of Technology, 
discussed the latest earthquake- 
resistant design theory. 

Charles S. Whitney, consulting 
engineer, explained a new method 
for the design of structures under 
dynamic loading, which is ap- 
plicable to design for protection 
against various disasters. 

In describing details of assembly 
and arrangement of pre-cast fram- 


ing, A, Amirkian, head designing 
engineer of the Navy’s Bureau of 
Yards and Docks, commented that 
such concrete forms can be used 
for protection both in new con- 
struction and as a shell to protect 
existing structures. 

Professor F. N. Menefee, of the 
University of Michigan, described 
use of pre-cast blocks, joists, and 
fillers in office, school building, 
and apartment construction. 

The successful use of “tilt-up” 
construction, using pre-cast mem- 
bers, was explained by F. Thomas 
Collins, consulting engineer. 


More Zonolite Plants 


Three new vermiculite process- 
ing plants have been opened in 
Birmingham, Ala., Tampa, Fla., 
and Trenton, N. J, These bring to 
five the number of plants opened 
by the Zonolite Company within 
a year. 

According to Andrew T. Kear- 
ney, Zonolite president, the Tampa 
and Birmingham plants will be 
operated by the Southern Zono- 
lite Company, a subsidiary. 





CEDAR ROOF WITHSTANDS “HURRICANE” 


After being subjected to a wind velocity of 136 miles an hour—greater 
than that in any general windstorm—this panel of cedar shingles ap- 
peared in perfect condition, without a shingle out of place. 


L. R. Hawkey, 


Wichita, Kan., 


carpenter who built the test panel, 


points out its sturdiness to three visiting lumbermen, Charles J. Jackson, 
Moyle Alexander, and Ralph Marteney. 

According to Secretary-Manager W. W. Woodbridge of the Red Cedar 
Shingle Bureau, the test was made to find out the amount of hurricane 
force required to cause failure in a cedar shingle roof. But the test, made 
at the University of Wichita, was a “failure” because not a shingle was 


moved! 
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This award-winning design was entered in 





national archi al design petit by 
PROJECT designers and planners, 246 E. 49th, 
New York. This and other designs for plywood 
built-ins are in portfolio described below 


Now Available in Portfolio Form— 


Design Ideas for Built-Ins From 
National Architectural Competition 


Just puBLISHED! A portfolio of designs awarded top honors by 


a jury of nationally-known architects in the Special Awards 
Competition for Plywood Built-In Features conducted within 
the NAHB-ARCHITECTURAL FORUM House Design Competition 
history’s biggest, most successful architectural contest. 
This sales-starting collection of design suggestions—chosen 
from the 2,727 competition entries—is a valuable promotion 
tool to help your customers visualize how much beauty and 
convenience plywood built-ins will add to their home. Send 
today for your free copy . . . and remember, storage-wall. 
cabinet buffets or dresser—versatile plywood is the logical 


material for every built-in. 


LARGE, LIGHT 
STRONG PANELS 
OF REAL WOOD AMERICA’S BUSIEST BUILDING MATERIAL 


Your Customers Are Being Told 
About Plywood Built-Ins 


In May, millions of home owners the nation over will 
read advertisements featuring plywood built-ins. You 
can tie-in your own promotion by ordering a supply of 
this new portfolio for your customers. In quantity, port- 
folios are $100.00 per 1,000. Imprinted, add $9.00 
for first 1,000, $4.00 each additional 1,000. Also 
available are newspaper ad mats featuring plywood 
built-ins. One 2-column mat, two I-column mats. 10¢ each. 


DOUGLAS FIR PLYWOOD ASSOCIATION 


Tacoma 2, Washington (Good in USA Only) 


Please send free copy of Portfolio of 
Design Ideas for Plywood Built-ins. 


Name. wccccccesccece . 


ARMM ices cesses . 


Attached, on my letterhead, is an order for the portfolio 


booklet in quantity and/or newspaper mats in accord with 


terms above. 
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IT HAS EVERYTHING! 


SELLS ITSELF! 


HUNTINGTON 


METAL-FOLD 
SAFETY STAIR 


ALL STEEL LIFETIME 
NO COUNTERWEIGHTS © NO SLIDES 


© EASY TO OPERATE 


‘ 
©¢ NON- 
SKID 
TREADS 
© STEEL 
HAND 
RAIL 
© EVERYTHING 
BOLTED 
¢ CANNOT 
ie BREAK 
* e WEIGHS NO MORE 
THAN WOOD 
(> LOWER COST 
‘ QUICKER InsTALLATION 


FASTER rvrnover 


Mall 1S A 


@ DO NOT TAKE APAKS 





Minutes 


to Install 


Just 





Ste 
Easy 7 ceria 


IT'S SAFE AS STEEL! 
“Protects Life and Limb" 


SPACE SAVER 
requires only 
12" clearance 
in attic 
Height 
adjustable 
6 to 8 inches. 














Write for further information 


HUNTINGTON INDUSTRIES, INC. 


2368 Prospect Memphis, Tenn. 





RECREATION ROOMS 
(From page 28) 


price of hired labor. It would have 
to be a job carried out by him- 
self, though he had never done 
anything of the kind before. 
“Would knotty pine be suitable?” 
was the first question he asked. 

“Most people who come in with 
plans seem to have heard of noth- 
ing else but knotty pine,” re- 
marked Hodgkiss, “and the first 
thing to do is to introduce them 
to the wide variety of beautiful 
materials and show him what they 
can do.” 

Instead of knotty pine in this 
case, white pine and fir were used. 
The cinder block walls were cov- 
ered with woods left in their nat- 
ural finishes. The meters were 
covered and_ bookshelves built 
around them. A 10-foot semi-circu- 
lar bar of rounded birchwood with 
glass shelves was built, with a top 
of a cigarette-proof, leather-pat- 
terned hardboard. 

The Army colonel who built this 
recreation room was astounded at 
the results. He had been shown 
how to cut out the wallboard and 
leave places for the meters, the 
size nails to use, how to recess the 
ceiling board so that lights could 
be flush with the ceiling. And at 
a cost of $500 for materials, this 
was accomplished with nothing 
more than a saw, hammer, and 
square! 

A neighbor of the _ colonel 
dropped by one evening and was 
so impressed with the new recrea- 
tion room that he hastened around 
to the Annandale Lumber Com- 
pany to see what they could plan 
for him at no more than $500. 

He, too, thought of knotty pine. 
But once acauainted with other 
materials as Hodgkiss planned a 
recreation room for him, he select- 
ed plywood and hardboard panels. 

“We try to save all the space 
we can and, where enclosures are 
made, we build in shelves and 
bookcases,’ commented Hodgkiss. 
He does not go out on these jobs 
but works entirely from floor 
plans and verbal discussions. All 
instructions are illustrated, where 
necessary, on paper. 

Hodgkiss told the customer how 
to fur-strip the room, lay the base, 
put in the rails. In this basement 
of approximately 24 by 20 feet that 
was to include a bar, the hard- 
board panels and red cedar came 


to about $500. Paint was preferred 
on this job. 

On Hodgkiss’ recommendation, 
an interesting effect with different 
textures was achieved on anothcr 
job by combining hardboards and 
plywoods. He instructed the home- 
owner that partitions built around 
the furnace room should be framed 
on 16-inch centers. 

Another neighbor with a 24x15- 
foot basement used 4x8 prefinished 
wall panels with a chair rail that 
divided the four-foot wainscoting. 
The stairway was cased in. The 
boxed-in meters and oil heater had 
shelves and cupboards below and 
beside them. These materials came 
to $400. 

The home-owner in this case 
wanted a rub-off paint and was 
able to obtain complete instruc- 
tions on getting the right effects. 

“It is very much to our interest 
that we see that the customer 
handles his materials properly and 
gets utmost satisfaction from the 
project he has undertaken,” com- 
mented Hodgkiss. “It is the basis 
for future business and increased 
volume.” 

Most of these home improve- 
ments are arranged through bank 
loans for $500, with payments 
spread over a 12-month period. 
The Annandale Lumber Company 
assists customers in obtaining these 
loans. Where materials are pur- 
chased with a view to paying 
within 30 days, the firm estab- 
lishes credit for the customer by 
checking his local bank and two 
business or credit references. This 
amount can not exceed $300. If he 
pays within 10 days, a two-per- 
cent discount is allowed. 

Sometimes home-owners do not 
want to get loans to finance their 
projects. They buy their materials 
as they go along, spending from 
$50 to $75 a month. Here, too, 
Hodgkiss plans with them the 
first steps to be undertaken, so 
that materials can be purchased 
in accordance with the proper 
work procedure. 

In a recent job that called for 
the building of a _ screened-in 
porch on a 25x10-foot cement ter- 
race, Hodgkiss showed the home- 
owner how to put up the frame- 
work and the ceiling, put on the 
roof, put in door jambs, and strip 
and screw the screening material 
for a permanent screen. 

The job was witnessed by a 
neighbor who followed through to 
check on results. They inspired 
him to cali on the Annandale com- 
pany to see what could be done 
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“It’s easier to Sell 
the Leader !” 


Say: C. ROBERT AUSTIN and J. THAD. HEINLEIN 
Erie, Pa. Building Material Dealers 


ee VERY dealer knows how important 
a top brand name is these days,’ 

says Mr. Austin, ‘‘and Heatilator* Fire- 
place is the leading name in fireplaces!"’ 
Heatilator Fireplace was the first practi- 
cal method of circulating fireplace heat 
instead of wasting it up the chimney 
It’s first in sales... because of the testi 
monials of thousands of satisfied users, 
and the year-round advertising cam 
paigns in consumer, camp, architect and 
builder magazines. ‘Our time is valu 
able,” says Mr. Heinlein. ‘Why waste 
it on little known brands when people 
know and respect the Heatilator name!” 


“Every Heatilator Fireplace 


I sell means extra profit and ‘ 
another Saeed eae a Bob Austin (left) and 
’ j Ted Heinlein stand 


for us", says Ted Heinlein, solidly behind the Heat- 
ilator Fireplace. 


ee HENEVER a builder orders mate- ; Sec siiiaiah 


Fireplace” 


rials trom us, we mention Heatilator 
Fireplace,” say these alert dealers. ‘‘It’s 





brought us a lot of extra business!’ The 
Heatilator unit is easy and economical to 
install. It’s a heavy-gauge steel form, com- 
plete from hearth to flue, around which 
any style fireplace can be built. Simplifies 
construction, eliminates smoking. Write 
today for full information. Heatilator, Inc., 
974 E. Brighton Ave., Syracuse 5, N. Y. 


*Heatilator is the registered trademark of Heatilator, Inc. 





It’s easier to sell . . . It’s easier to make a profit on 


HEATILATOR ‘+ FIREPLACE 


‘T.m. RES. U.S. PAT. 
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PRECISION 


folding stairway 


NO SPRINGS 
NO ADJUSTMENTS 


SIMPLE AND EASY TO OPERATE © 
A slight pull of the cord and the 
cleverly engineered counter weights 
silently ease the stairway into down 
position. The same counter weights 
return the stairway to its up position 
with equal ease. 

RUGGED AND STRONG 
Construction of No. | kiln dried poplar 
throughout. Brackets and rocker arms 
made of cast aluminum, hinges of cast 
brass. Trim is not furnished. All parts 
are numbered and_ interchangeable. 
Frame is made to fit 26" x 54" open- 
ing in ceiling. 

INSULATED 
Panel is insulated with Celluf and 
protected with tough chip board. 

SAFETY TREAD 
Each step is covered with regular run- 
ning-board composition safety treads. 
Adds to appearance as well as safety. 

FITS ALL CEILINGS 
The stairway fits any ceiling from 7 feet 
to 9 feet, 9 inches figured from finished 
floor to finished ceiling. Runners are 
graduated to facilitate cutting off at 
different heights. Two standard sizes: 
8' 9" fits from 7' to 8' 9" ceiling, 9' 9" 
fits from 8' 9" to 9° 9" ceiling. 

REQUIRES NO ATTIC SPACE 
Full height above attic floor is only 36". 
Folds completely into 26" x 54" open- 
ing in ceiling. 

SHIPPED IN 1 PACKAGE 
Precision Stairways are packed com- 
pletely in one heavy carton, assembled 
and ready for installation, which offers 
a considerable savings over other attic 
stairways. Shipping weight 125 pounds. 
Sold by more than 12,000 dealers in 
U.S.A. and Canada. 


For complete information write us today 
Manufactured by 


PRECISION PARTS CORP. 


Nashville 7, Tennessee 
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about his garage that he wanted 
to finish. Wishing to purchase ma- 
terials only as he could keep pace 
with the work, he bought 18 pieces 
of 2x10 ceiling joists and furring 
strips to start with. He finished it 
as he could. 

“We get calls frequently from 
home-owners who want to put up 
their own window valances of ply- 
wood and don’t know how to go 
about it,” stated Hodgkiss, who 
had designed cornices for the win- 
dows of residences, hotels, and de- 
partment stores. 

“We show them a number of de- 
signs, let them select the materials 
they want to make it from, show 
them exactly how to go about it 
though they may never have made 
anything like it before, and give 
them pointers step by step all the 
way to the completion of the 
valances or cornices. 

As in the case of the recreation 
rooms, visiting neighbors had to 
have cornices just like those 
planned by this dealer! 

“We find that accomplished jobs 
like these are our best promotion,” 
added Hodgkiss. 


HOUSE NUMBER 
(From page 24) 


smaller types of builders hardware 
were disappearing. 

To eliminate this, the company 
took advantage of experiences of 
grocery supermarkets—where re- 
tailers have found it wise to put 
gum, cigarettes, and smaller items 
in the check stands so that cus- 
tomers must ask for them. 

The same principle was followed 
at Peavy’s. A display rack, at the 
left of the service counter, holds 
more than 40 small items. These 
items are well shown but safely 
placed. To get one of these small 
items, the customer must ask the 
salesman at the counter for it. 

Turnover in these items has nat- 
urally slowed down. But the profit 
is higher, indicating that far more 
small items were leaving the store 
in customers’ pockets than had 
ever been suspected. 


FHA Mortgage Clinic 


Some 30 managers of Longz- 
Bell Lumber Company yards par- 
ticipated in a recent one-day 
clinic on FHA loans held in Enid, 
Okla. 

Floyd Broderson, Oklahoma 
City, head of Long-Bell’s FHA 


loan department, led the discussion 
of lower-cost homes. 

Houses that cost from $6,000 
were stressed as needed by poten- 
tial owners who can not meet high- 
er down-payments now required. 


Booklet Presents New 
Home Sales Features 


Illustrated by many actual 
photographs, the Westinghouse 
Better Homes Bureau’s new 32- 
page booklet, “Sales Features for 
Electrical Living Homes,” shows 
dealers the advantages of inex- 
pensive “extras” in the sales ap- 
peal of a home. 

The book includes such ideas as 
an automatic light switch for cup- 
board doors, built-in bathroom 
sun-lamp, valance lighting above 
the sink. 

According to A. Carl Bredahl, 
bureau manager, the alert con- 
tractor not only equips his new 
house with extra features that dis- 
tinguish it from other houses, but 
makes a point of seeing that cus- 
tomers know it. 

“PEPS”—or Plan, Equip, Pro- 
mote, and Sell—is the theme of 
another Westinghouse booklet, a 
guide for builders and contractors. 
Through photographs, diagrams, 
and sketches, “Electrical Planning 
for the Modern Home” shows 
many ways to make houses more 
attractive to the prospective buy- 
er. 

Both booklets are available from 
the Westinghouse Electric Corpo- 
ration, P, O. Box 868, Pittsburgh 
30, Pa. 























“My dear man, your future is as- 
sured ... the ladder of success 
awaits you!” 
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In the 


COAL 
SCUTTLE 





“YOUR BUSINESS Begins in the 
Customer’s Basement,” a sound color 
movie produced by Coal Heating 
Service of Des Moines, Iowa, is an 
inspiring documentation of retailers’ 
determination to protect their coal 
market despite severe competition. 
Prints are being made for showing 
to groups interested in the heating 
industry. 


A SPOKESMAN for the Tennessee 
Valley Authority recently announced 
that this government project would 
soon be the largest single coal con- 
sumer in the South. Its annual con- 
sumption is now 1,884,000 tons. 


THE NEARLY 300 persons who at- 
tended a one-day program on “Re- 
search to Meet Competition” were 
indicative of the growing interest in 
practical applied research by all 
phases of the coal industry. This an- 
nual meeting of Bituminous Coal 
Research, Inc., was held March 7 in 
Columbus, Ohio. 


A DRAMATIC demonstration in a 
public square at Knoxville, Tenn., 
proved to residents that bituminous 
coal can be burned without produc- 
ing smoke if the proper equipment 
is provided. A modern heater was 
fired with a full charge of high vol- 
atile nut coal, yet the stack remained 
clear. An old-fashioned stove at the 
same time emitted great gusts of 
black smoke. More than 2,000 per- 
sons, including city officials, witness- 
ed the demonstration. 


SIR ERIC YOUNG, on resigning as 
production chief of Britain’s social- 
ized coal industry, said that his 
country’s mines “never would be able 
to produce ample supplies of cheap 
coal as long as they are run on exist- 
ing civil-service lines.” Britain is im- 
porting coal from the United States. 


A VIRTUAL “brown-out” in electric 
power consumption has been reported 
in every country east of the Iron 
Curtain by the Associated Press. The 
average consumer is strictly rationed 
in his other uses of coal, in addition 
to electricity restrictions due to a 
shortage of coal for power. 


PRODUCTION of bituminous coal 
this year should rise to 550,000,000 
tons, according to the Keystone Coal 
Buyers Manual. This is an increase 
of about 44,000,000 tons over in 1950. 


NEW ASSISTANT advertising mar- 
ager of the Coal Heating Service di- 
vision of the National Coal Associa- 
tion is Joseph S. Cunningham. A 
graduate of Dartmouth College, Cun- 
ningham has written for movies and 
radio, for the New York Daily News, 
and the National Radio Institute. 


“RETAILERS should not be re- 
quired to pay for extraneous water 
added in the washing process at the 
mines, and in addition pay railroad 
freight charges on the same water,” 
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Superlite Panels are sheets of Masonite Presdwood, surfaced with a 
high-gloss, durable baked-on plastic finish in eleven colors. Available in 








sheet sizes 4 ft. wide, and from 4 ft. up 





to 12 ft. long. Finished four ways: solid 





colors, tile design (4” x 4” square), Leveline 











(horizontal lines on 8” centers) and in Lew Cl na 
Leatherwood (a grained leather effect), gos TILE EFFECT LEVELINE 
in four colors and in sheet size 4 ft. x 8 ft. Also available in plain sheets. 


RES ORE ON ee aI eS 


SUPERIOR WALL PRODUCTS CO. 
4401 N. American St., Philadelphia 40, Pa. 


‘‘for more than a decade”’ 
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invisible silicone masonry 
water repellent keeps brick, 
stone and concrete walls. 
bone dry. It stops dampness 
dead. A single application 
(sprayed on quickly at low cost) 
keeps moisture out indefinitely 
yet allows your walls to” 
breathe. Also retards staining, 
prevents efflorescence, protects- 
masonry joints and safeguards 
interior decorating. 

Little wonder CRYSTAL, 
furnishing low cost protection, 
is specified by leading 
architects, used on great 
building projects as well as on 
thousands of small homes, 
apartments, schools, churches, 
hospitals and industrial plants. 


there is no water repellent 
to equal CAYSTAL... none 


... mone in all the world! 


Send for LAYSTAL 


New Comprehensive Manual 
— How to Keep Walls Dry 


7 
| 4980 Fyler Ave., St. Lovis 9, Mo. | 
Send me your NEW comprehensive 
manuvol on Crystal. | 
Name | 
| Firm. | 
| Address. | 
City. | 
Be 4 


SOF 
4 ca 
= ’ ra 











Zone. State. 





4980 Fyler Ave. © St. Levis 9, Mo. 





maintains President Paul E. Con- 
rades of the American Retail Coal 
Association. The association is fight- 
ing an attempt on the part of several 
operator associations to suspend mois- 
ture allowance tariffs applying to 
destinations south of the Ohio River 
from western Kentucky mines. 


THE FIRST contracts negotiated 
with individual bituminous coal re- 
tailers under “Plan 3” of Coal Heat- 
ing Service have been signed. Plan 
3 is designed especially to meet the 
needs of coal merchants in small 
communities. Members of such a 
group meet informally, conducting 
their group affairs with assistance 
from a steering committee selected 


.from their membership. They do not 


form corporations or elect directors. 
Their records are greatly simplified. 


MORE retailers sold more coal on 
the budget plan last year than ever 
before. Since the tightening eco- 
nomic situation will result in in- 
creased installment buying or neces- 
sities, Coal Heating Service has pre- 
pared a booklet, “Budget Selling of 
Coal,” as a guide to retailers. It is 
available from CHS, 802 Southern 
Building, Washington 5, D. C. 

A NEW organization, the Naticnal 
Council of Coal Lessors, Inc., has 
been formed to represent owners 
of lands leased or available for lease 
as coal-producing properties. One of 
the first objectives of the group is 
to revise tax laws so that income 
realized from leased coal-producing 
lands would be considered capital 
gain rather than ordinary income. 


NAHB Membership Drive 


Floyd R. Kimbrough of Jackson, 
Miss., chairman of the National 
Association of Home _ Builders’ 
membership committee, has an- 
nounced the first national mem- 
bership campaign. 

Conducted in 165 cities, this 
drive has as its goal to boost mem- 
bership from 19,000 to at least 
25,000 between April 15 and May 
29. 


Coal Mining Firms 
Aid Future Timber Crop 


Coal mine operators in Indianu 
recently bought nearly 1.5 million 
seedling trees for planting this 
spring. 

Since giant shovels and drag- 
lines move aside the overlying 
earth to get at a seam of coal too 
near the surface for a deep mine, 
trees are planted in such areas 
after mining. Purdue University, 
the Forest Service, and the mining 
companies’ own tree experts agree 
on the right species of tree for 
each location. 

In the last quarter century, 
nearly 27 million trees have been 
planted in Indiana alone by coal 
operators, 





CENTURY-OLD LUMBER 


STILL GOOD 


To make way for the new Gilmore Street bridge in Jacksonville, Fla., 
the home of a former city mayor was razed a few weeks ago. Most of 
the cypress lumber was still in excellent condition, so it was salvaged 
and sold for further use. This lumber had served in another house which 
had been erected nearly 100 years ago, and which was razed in 1925. 
The mayor bought the lumber then to build the house being torn down 
in the picture above. Thus some of these wood items are beginning their 
second century of service! 
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ATLANTA, GA.: George Bonnell, 
Southeastern representative of the 
Wood Protection Products Company, 
acquainted 40 Atlanta Hoo-Hoo Club 
members with the research done by 
his firm on wood preservation at their 
March 19 meeting. Program Chair- 
man Dave Schaefer introduced Bon- 
nell and announced the promotion 
program of the American Wood Win- 
dow Institute as the topic for the 
meeting at the Atlanta Athletic Club 
on April 16. 


DAYTONA BEACH, FLA.: Snark 
of the Universe Lynn Boyd plans to 
be here April 18 for the state Hoo- 
Hoo meeting and concatenation to be 
held in connection with the annual 
meeting of the Florida Lumber and 
Millwork Association. 


DALLAS, Tex.: Members of Club 
No. 75 gathered at Cain’s Hitchin’ 
Post March 19 to hear Carl Crow, 
publisher of Pacific Coast Lumber 
Digest, and Bill Richburg, prominent 
Justice of Peace. 


ST. PETERSBURG, FLA.: After 
dinner at the club’s “Hideaway” and 
a brief business meeting, 26 cats at- 
tending the March 7 meeting enjoyed 
a movie of the highlights of the 1950 
football season. 


TAMPA, FLA.: B. Frank Edwards 
has been appointed vicegerent snark 
of the Tampa Bay area, The club has 
voted to contribute to the newly-or- 
ganized Hillsborough County Crime 
Commission and will name a delegate 
to represent the club. 


Woodworking Code 
Gains Acceptance 


In an effort to standardize state 
safety regulations for woodwork- 
ing machinery, six states have 
adopted in full the American 


Standard Safety Code for Wood- 
working Machinery. Seventeen 
other states have adopted parts of 
this code 


To determine how adequately 
states handle safety problems and 
how well their regulations cover 
technical details, the federal Bu- 
reau of Labor Standards, in coop- 
eration with state labor depart- 
ments, surveyed safety require- 
ments. Woodworking machinery 
was chosen as the subject of this 
first survey since such machinery 
is so widely used, the industry has 
worked to provide adequate safe- 
guards, and injuries in this field 
are apt to be severe. At the time of 
the survey, 22 states had no wood- 
working machinery safety code of 
any kind 

Equipment manufacturers, safe- 
ty groups, users of woodworking 
machinery, insurance groups, and 
government representatives ap- 
proved the resulting standards. 

“There is still a need for greater 
uniformity before manufac- 
turers will be able to design a ma- 
chine or guard acceptable to all 
states,” according to Standardiza- 
tion, magazine of the American 
Standards Association, Inc. 
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MAKERS OF THE FAMOUS PT-91 PLASTIC TILE CUTTER 
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NEERS MANUFACTURERS 


sELls MORE TILE! 


“much easier to complete 
the sale... “ 


“in comparison to other 
rental equipment, tile 
cutters need the least 


maintenance... ” 


“increased sales volume...” 


“both of these cutters paid 
for themselves... “ 


SS I a 
Please send me FREE BUL- 
LETIN S on the JMJ Tile 
Cutter Rental Plan and name 
of nearest distributor. 
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25-cent plans offered tor this 


MOVABLE HOG HOUSE 


THIS easy-to-build hog house is 
not only inexpensive, it is portable. 
Plans for the house are available 
to customers of building supply 
dealers for 25 cents. 

It is constructed on runners—so 
that it can be moved by means of 
a tractor or other hauling equip- 
ment. 

James F. Gray, of Belvidere, 
Tenn., designed the unit after many 
years of experience in raising reg- 
istered Duroc Jersey hogs. He says 
that moving his farrowing houses 
to fresh ground for each litter 
keeps down diseases. 

He also asserts that “a hog house 
any smaller than this one is false 
economy,” although some experts 
recommend a smaller house. This 
one is 8 by 10 feet and will ac- 
commodate sows weighing over 
500 pounds 


Placed in the right direction, the 
house lets in plenty of sunlight be- 
tween 8 a.m. and 4 p.m. through 
the large door in the front, seen 
open here. Smaller doors on each 
end between the runners can be 
opened for additional ventilation. 
Thus the house keeps the shoats 
cooler in summer. 

Plans and material list for this 
model, drawn by C. E. Ball, can 
be obtained for 25 cents from the 
magazine Farm and Ranch — 
Southern Agriculturist, Nashville, 
Tenn. 

From the same source, plans are 
available for a 500-chick brooder 
house; arithmetic brooder house; 
1000-bushel granary; Southern 
corn crib; flue-cured tobacco barn; 
machinery shed and shop; roadside 
market; modern milk house; grade 
“A” dairy barn; walk-through 











A hog house 
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smaller than this 
8x10-foot model 
is “false econ- 
omy,” according 
to Designer 
James F. Gray, 
Belvidere, Tenn. 
This one, which 
will accommo- 
date hogs weigh- 
ing over 500 
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milking parlor; pole-type loafing 
barn; general purpose barn; U- 
Build-It fishing boat; tandem stock 
trailer. 

All plans listed above are 25 
cents a set. 

For 10 cents, plans will be sent 
for a year-round laying house; 
handy sack holder; cattle squeeze 
chute; combination rear bumper 
and trailer hitch, and a handy 
phosphate distributor. 


Hager Hinge Firm 
Names Four New Officers 


At an annual meeting, directors 
of the C. Hager and Sons Hinge 
Manufacturing Company, St. 
Louis, Mo., elected two new vice- 
presidents, an assistant vice-presi- 
dent, and an assistant treasurer, 

Joseph Hyland Stevens, former 
chief engineer, is now vice-presi- 
dent and chief engineer. In addi- 
tion to his job as sales manager, 
Charles Martin Jones is now a 
vice-president. 

New assistant vice-president is 
August William Hager. Charles C. 
Hager was named assistant treas- 
urer. Both Hagers are the fourth 
generation in the family to hold 
executive positions in the 101- 
year-old firm. 


Mobile Laboratory 
Tests Home Heating 


A new mobile field laboratory, 
contained in a truck, is traveling 
across the nation as part of the 
testing program of the National 
Warm Air Heating and Air Con- 
ditioning Association. 

The purpose of this laboratory 
on wheels is to test the comfort- 
producing results of the modern 
and more unusual types of warm- 
air heating systems in new homes. 

It contains over 400 pounds of 
electronic heat testing apparatus. 
Eight-point automatic tempera- 
ture recorders, which maintain a 
constant record of temperatures, 
are placed at eight selected points 
in the house being tested. At the 
same time, a constant record of the 
out-of-door temperature is kept to 
give a complete picture of the ef- 
ficiency of the equipment. 

The association, which has car- 
ried on a continuous research pro- 
gram for 32 years, anticipates that 
this new two-year program of 
tests will achieve the results of 10 
years of formal research. 
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LOUISVILLE, KY.: Donald C. 
Simpson is a new vice-president of 
the Mengel Company. He joined 
Mengel in 1949 and continues to 
manage the cabinet division. 


NEW YORK, N. Y.: Miss Maude R. 
Fichtel was honored at a luncheon 
recently for 50 years of continuous 
service with the Ruberoid Company. 
When she started with the firm, there 
were about 100 employees and one 
plant; today there are more than 
4,000 in the 12 plants. 


MOBILE, ALA.: 
Compound Lumber 


The Meyercord 
Company is 
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building a $100,000 addition to its 
plant here for production of doors. It 
is a subsidiary of the Haskelite Manu- 
facturing Company, Grand Rapids, 
Mich, 

LUMBERTON, MISS.: The Beall 
Lumber Company now has a dry- 
kiln that processes 30,000 board feet 
of lumber a week. Practically auto- 
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matic, it is the first plant here to 
use natural gas as a fuel. 


AUGUSTA, GA.: Stockholders of 
the Georgia-Pacific Plywood and 
Lumber Company here on March 28 
voted to shorten the firm name to the 
Georgia-Pacific Plywood Company. 
Victor Olson, president of the firm’s 
subsidiary, the Washington Veneer 
Corporation, Olympia, Wash., was 
elected to the G-P board of directors. 
Newest and 14th warehouse added to 
the coast-to-coast wholesale distribut- 
ing chain of the Georgia-Pacific Ply- 
wood Company is that of the former 
Commercial Sash and Door Company, 
33rd Street and Liberty Avenue, 
Pittsburgh, Pa. 


ATLANTA, GA.: W. S. Huss, 
Southern division sales manager for 
the Acme Steel Company, has ap- 
pointed two new district managers 
in Dixie. C. A. Carrell is the new 
Atlanta district sales manager. G. R. 
Easley is sales manager for the new 
Virginia-Carolinas district. 


FLORA, MISS.: Plant operations 
of the Pilliod Lumber Company, 
Garden City, La., have been moved 
here. Raw materials are far more ac- 
cessible in the Flora area, according 
to Manager A. C. Pruden. 


ATLANTA, GA.: A. Harry Fischer 
has moved his offices to 2208 
Stephen Long Drive, N. E. He repre- 
sents the Unique Balance Company, 
Inc.; A. F. Schwerd Manufacturing 
Company, maker of wood columns, 
and Sager Metal Weatherstrip Com- 
pany. 


ST. LOUIS, MO.: The Asbestone 
Corporation, New Orleans, La., has 
started its first branch plant here 
on a 29-acre site. The plant will make 
cement siding shingles and flat wall- 
boards. 


DALLAS, TEX.: George E. Dabney 
has been assigned to the building 
materials division of the Armstrong 
Cork Company. A 1950 graduate of 
the University of Texas, he will 
work in the Dallas district. 
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THE THINGe 





No, it is a close-up of the cutting head 
of a FLETCHER Automatic Glass Cutting 
Machine. 


It contains a glass cutter, a tension ad- 
justment for correct cutting pressure, a glass 
cutter release for raising the mechanism and 
a breaker for severing the salvage glass. It is 
fully equipped with ball bearings. 


If you experience any difficulty in cut- 
ting flat glass, be sure to investigate these 
easily operated machines. 


An installation in your store will enable 
your clerk to cut glass to your customer's 
specification. 


THE FLETCHER-TERRY CO. 


502 SOUTH STREET - FORESTVILLE, CONN. 
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Gate City owning 


WINDOWS 


tn Grvitation 
TO DEALERS 


Join GATE CITY now in a drive for more 
Wood Awning Window business in your area. 


GATE CITY is a natural for big construc- 
tion jobs now in the planning stage -- 
Government Buildings, Schools, Hospitals 
and Institutions -- and for small homes 
projects in busy defense production centers. 


Go after this business with GATE CITY... 
the available, quality Wood Awning 
Window. Requires less warehousing space. 
A one-delivery, one-package unit, thus a 
wider margin of profit to the dealer. 


WOOD Awning Windows 


pioneered by 


Gate City 


Precision-made and Preservative- 
Treated for long lasting durability 
and dimensional stability. 


Send for SMALL : 
with 40 Plans show- Wood Window Craftsmen Since 1910 
ing Awning Windows. FORT LAUDERDALE, FLORIDA 
25¢ Postpaid MEMBER OF THE PRODUCER'S COUNCIL, INC 


' 

GATE CITY SASH & DOOR CO., Dept. $B-4 ! 

MAIL P.O. Box 901, Fort Lauderdale, Florida ! 
Gentlemen: [_] Please send full particulars on your ry 


faelt} ye). < Dealer offer [_] | enclose 25¢ for Plan Book. 4 





NOW 


ADDRESS 
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HOME PLAN BOOKS. Three new 
home plan books are offered by the 
Weyerhaeuser Sales Company, St. 
Paul 1, Minn. “Homes of Distinction” 
shows in full color 24 popular designs 
in Weyerhaeuser’s 4-Square home- 
building service; it is 37 cents a 
copy. “69 Beautiful Homes of Wood,” 
for 44 cents a copy, contains that 
many modern and more conven- 
tional home designs. Another folder 
shows six quite different elevations 
obtained from one base plan. 


AMORTIZATION SCHEDULES. 
“Monthly Loan Payment Tables” 
contains 152 pages of payments ac- 
cording to loan amount, interest 
rate, and years for amortization. A 
section is included for calculating 
payments on loans not in the tables. 
$1.00 a copy. Folder describing book- 
let also available, from Investors 
Diversified Services, Box 1131, Min- 
neapolis 2, Minn. 


CONSTRUCTION HINTS. The Na- 








Mostly free--Some fora fee 


sociation, 302 Ring Building, 18th 
and M Streets N. W., Washington 6, 
D. C., offers to dealers for consumer 
distribution a new folder with help- 
ful information on “Building—Dur- 
ing the Emergency.” Available for 
$1.00 a 100; sample free. 


MOVABLE WALLS. The _ 1951 
catalog of Mills Movable Walls con- 
tains 48 pages of helpful ideas on 


movable walls. Photographs of in- 
stallations and sketches of installa- 
tion details are included. The Mills 
Company, 975 Wayside Road, Cleve- 
land 10, Ohio. 


RETAINING WALLS. An _ eco- 
nomical solution to embankment 
stabilization js offered in a new 
manual on Armco bin-type retaining 
walls. It shows how these walls in- 


corporate strength plus flexibility, 
and how they can be used even on 
curves and grades. Armco Drainage 
and Metal Products, Inc., General Of- 
fice, Middletown, Ohio. 


tional Retail Lumber Dealers As- space arrangements made by use of 





LATH SPECIFICATIONS. The 
latest metal lath specifications for 
metal lathing and furring, as carried 
in Sweet’s Architectural File, are 
available now in booklet form. This 
booklet also gives advantages of 
metal lath construction. The Metal 
Lath Manufacturers Association, 636 
Engineers Building, Cleveland 14, 


A PROVEN WOOD PRESERVATIVE 


A PROVEN PROFIT-MAKER! onto 


CORRUGATED PLEXIGLAS. New 
o = 2-color, 24-page booklet tells uses 
DEALERS: of corrugated Plexiglas. With 19 


photographic case histories, it shows 
Sell Celcure Wood Preservative . . 


how this form of acrylic plas- 
4 fits! tic is advantageously used in in- 
and reap extra profits! 


teriors of houses and offices. The 
booklet lists types, colors, sizes, and 
thicknesses of Plexiglas sheets. The 
Plastics Department, Rohm and Haas 
Company, Washington Square, Phila- 
delphia 5, Pa. 


“MECHANICAL FASTENING 
Methods for Aluminum” is the latest 
technical booklet available from 
the Reynolds Metals Company, 2500 
S. Third Street, Louisville, Ky. Its 
136 pages cover standard rivets, 
special rivets, standard screw fasten- 
ers, special screw fasteners, nails and 
pins, metal stitching, mechanically 
formed joints, and resin bonding. 
Sent on written request only to 
management. 


KITCHEN PLANNING. “The 
World’s Newest Kitchen Ideas” is a 
full-color booklet showing the entire 
Youngstown kitchen line of cabinets, 
dishwashers, garbage disposals, and 


Architects and Contractors every- 
where are specifying Celcure in all types 
of construction for the prevention of 
rot and termites. And... you can de- 
pend on “walk-in” sales for home use 
from our national advertising. 


TERMITES 


e 
CLEAN and 
PAINTABLE 


+ 
HIGHLY 
PENETRATING 


Be sure—of profits—with Celcure! 
EXCLUSIVE FRANCHISES OPEN! 


Here is an opportunity for exclusive distributor- 
ship of Celcure Wood Preservative. Some Southern 
territories still open. Write for details. 








e 
| ODORLESS | 
Nationally Advertised! 


AMERICAN CELCURE WoOD PRESERVING CoRP. 


1040 EAST 8TH ST., TELEPHONE 5-5245 


JACKSONVILLE, FLORIDA 
FOR NEW HOMES 


SELL SISALATIO and REMODELING _ lle 


‘ i : ee en ‘ é ¢ : ; 2 EF Sisnt- REINFORCED 
There’s profit for you in SISALATION Reflective Insulation because it REFLECTIVE INSULATION 
offers combined insulation and vapor-barrier. In areas where single-wall 

construction is practical, SISALATION is ideal, because it serves also as Write for samples 
and sales aids 














a wind and dust barrier. Fine, too, for finishing attics and remodeling. 


THE SISALKRAFT CO. « Dept. SB4 * 205 W. Wacker Drive « Chicago 6, Ill. 
. « « Tell our advertisers you saw it in SOUTHERN BUILDING SUPPLIES 
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accessories. It contains ideas on 
kitchen planning, speed meal prep- 
aration and clean-up, and unusual 
uses of steel kitchen equipment. The 
Mullins Manufacturing Corporation, 
Warren, Ohio. 


WESTINGHOUSE APPLIANCES. 
A quick specification and_ sales 
reference on Westinghouse wat- 
er heaters, Waste-Away garbage 
disposals, water coolers, dishwashers, 
and ventilating fans is available for 
dealers. This 16-page booklet is suit- 
able for customer distribution. The 
Electric Appliance Division, Westing- 
house Electric Corporation, Mans- 
field, Ohio. 


RECREATIONAL BUILDINGS. 
“Timber for Recreational Buildings” 
is an attractive booklet containing 
pictures of timber uses in drill halls, 
gymnasiums, bowling alleys, swim- 
ming pools, and other recreational 
centers. Construction details are 
shown in pictures of partly-completed 
buildings and bleachers. The Timber 
Engineering Company, 1319 18th 
Street N. W., Washington 6, D. C. 


WETTING AGENT. Procedures 


for using Santomerse S liquid wet- ‘ 


ting agent in the manufacture of con- 
crete blocks and other products is 
described in a new bulletin. It tells 
how the wetting agent helps make 
denser, stronger, and more uniform 
concrete products by decreasing the 
amount of water needed. The Mon- 
santo Chemical Company, St. Louis 
4, Mo. 


SPOTTING BAD CHECKS. “Six 
Easy Ways to Recognize a Bad 
Check” is a booklet with descriptions 
of the characteristics of forged 
checks and fraud, with illustrations 
of actual examples. It is based on 
the research work of one who has 
examined thousands of bad checks. 
Single copies $1.00 and in quantities 
15 cents each. Five-day examination 
of booklet free when requested on 
company letterhead. The Fraud De- 
tection and Prevention Bureau, 2515 
West 82nd Street, Chicago 29, Ill. 


DU PONT FINISHES. “This Is 
Du Pont—The Story of ‘Duco’ Fin- 
ishes” is a new booklet that gives a 
pictorial record of the history of 
Duco and its effects on the American 
way of living. E. I. du Pont de Ne- 
mours and Company, Wilmington, 
Del. 


DOOR SALES HELPS. New pro- 
motional material to help dealers sell 
Strand’s new wider, all-steel garage 
door is described in a new broad- 
side. Strand Garage Door Division, 
Detroit Steel Products Company, 
3227 Griffin, Detroit 11, Mich. 


NAILING CHANNEL. Catalog No 
SN-3 contains 12 pages of data on 
Screwlock incombustible metal fur- 
ring channels for use with materials 
to be fastened with screws. A refer- 
ence chart gives essential facts about 
methods of application, durability, 
and specifications for use with 
acoustical tiles and wallboards. The 
Sanymetal Products Company, Inc., 


1698 Urbana Road, Cleveland 12, 


Ohio. 


PORTABLE TOOLS. This new 
catalog shows specifications and uses 
of the Skil line of portable electric 
drills, saws, grinders, sanders, ham- 
mers, and other tools, including latest 
models. It is profusely illustrated 
with actual photographs. Skilsaw, 
Inc., 5033 Elston Avenue, Chicago 30, 
Illinois. 


ACOUSTICAL TILE, “Fiberglas 
Textured and Perforated Acoustical 
Tile” is an 8-page booklet describing 
the characteristics and specifications 
of such products and their applica- 
tion by adhesive, mechanical suspen- 
sion, or clipping on wood furring 
strips. The Owens-Corning Fiberglas 
Corporation, Toledo, Ohio. 


ELECTRICAL OUTLETS. “The 
Plugmold Story” is a profusely illus- 
trated booklet that shows advantages 
of this new wired strip that appears 
to be part of the molding. Electrical 
outlets are placed on 6- or 18-inch 
centers. The H. C. Biglin Company, 
Inc., 177 Harris Street, N. W., At- 
lanta 3, Ga. 


FLOOR, WALL ‘COVERINGS. 
The 1951 Sloane-Blabon. catalog con- 
tains 160 pages that shows natural- 
color reproductions of the entire line 
of 226 smooth surface floor and wall 
coverings. It contains new ideas for 
home decoration. The Sloane-Blabon 
Corporation, 295 Fifth Avenue, New 
York 16, N. Y 





FOR QUALITY AT A PRICE 


THEY'RE QUIET 


THEY'RE PROVEN 


LONG LASTING QUALITY 


UNIT-FANS, INC. 


Only one thing has been left out of the REED 


attic fan—headaches! 


Here is a contractor- 


designed package attic fan and shutter that 
requires a minimum of time and no special 
equipment to install—reliable quality at a 


competitive price. 
every need. 


INSTALLATION DATA 


Model Fan and Shutter 
RVU-24 
RVU-30 
RVU-36 
RVU-42 


1001 St. Charles Ave., New Orleans 8, La. 


Four stock sizes to fit 


' 

t REED UNIT-FANS, INC. 

* Department W 

' 1001 St. Charles Ave 

1 New Orleans 8, La 
Please send me catalogs, prices 
and other information about 
Reed Fans 
Name 
Address saigngnsemciitiigneitinimaesiiall 
ee __State_ 
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WIRE SCREENING 


There are good reasons why home- 
owners prefer Cortland Brand Wire 
Screening. For one thing, it mekes a 
better looking screening job. For an- 
other, it gives dependable service. 


Popular Cortland Brand has been a 
favorite screening for over 75 years. 
It's ideal for doors, windows, porches 
and breezeways. Meets U. S. Depart- 
ment of Commerce, National Bureau 
of Standards’ specifications. In 18x14 
mesh, 24” to 48” widths, 100 linear 
foot rolls. Also available in 54”, 60”, 
66” and 72” widths in Bronze and 
ae Aluminum. 


5 Stock AU TVhnee 
Cortland GRAY-WICK 


Popular, all-purpose wire screening 
— doubly protected against corro- 
sion by electro-zinc galvanizing and 
“glore-proofed’, enameled finish. 


fereyeal-fil- me: 40)) V4 - 


Rust-resistant, unaffected by weather, 
salt air, acids or gases. Stronger, 
longer-lasting than copper screening. 
Bright or dark bronze “antique” finish. 


Cortland ALUMINUM 
Made of full gauge Alclad aluminum 
wire that won't rust or stain. Extra 
strong. Only ‘4 as heavy as steel in- 
sect wire screening. 


WB) 


BRAND 


HARDWARE CLOTH * NAILS & BRADS 
POULTRY NETTING 


WICKWIRE BROTHERS, INC. 


RANCH HOMES HAVE TILE WALLS, RADIANT HEAT 


According to a recent survey of architects and engineers, today’s small- 
home buyer wants (1) six rooms, including a utility room, al] on one 
floor, (2) tile walls from floor to ceiling in the kitchen, bath and utility 
room, (3) radiant heating, and (4) minimum cost. To offer the first three 
choices and keep the price low, builders of 72 ranch-style homes in 
Westchester, Ill., used materials that serve two purposes. 

Structural glazed tile blocks were used as partitions between the 
kitchen, bath, and utility rooms. The colored tile formed the walls for 
these rooms, while the living room side was plastered to match the other 
walls of the room. 

Structural steel panels were laid over a four-inch slab of reinforced 
insulated concrete, made with vermiculite instead of sand. A blower 
forces hot air through the panels to form a radiant-heating system. Over 
this subfloor was laid two inches of concrete topped by an oak parquet 
flooring. 

All roof weight is carried on the masonry side walls. 








Trees “Seared” into More Seed Production 


Trees are being “strangled” on 
western Washington tree farms to 
“scare” them into increasing cone 
and seed production. 

The bark’s inner layer is dam- 
aged by partial girdling of the 
trunk. 

According to Paul  Lauter- 
back, head of the Weyerhaeuser 
Timber Company research depart- 
ment at Centralia, Wash., the tree 
then “thinks” it is dying and makes 
one last effort to put stimulated 


energy into production of seed. 

Annual diameter expansion of 
the fast-growing trees will in- 
crease the pressure of the bands. 
The effect is expected to linger 
from five to seven years after 
bands are removed at the end of a 
two-year period. 

This experiment has not been 
advanced enough to report re- 
sults, but the system was used 
by Swedish foresters 12 years ago 
and by others as early as 1800. 








Write for 


and 


Dept. W. 





wn & 
HARDWARE & SPECIALTY CO 


2109 HUTCHINSON ST. | CHARLOTTE, N. C. 


INCREASE YOUR MOULDING 


Sales Appeal 


With low cost, attractively packaged 


DECORITE MOULDING 


DELPH’S GENERAL CATALOG 


Decorite’s Illustrated Pamphlet 


DECORITE 


INCORPORATED 
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what you need 


Z. of" 


Write for Literature / 
and Vices Today , 


METAL TRIMS, INC. 


BOX 1072, YOUNGSTOWN 1, OHIO 





USE YOUR ATTIC 
FOR EXTRA ROOM 


EASY HANDLING — 
FAST SELLING — 


Myer-Lee Foldir 
stairway comes 
all-in-one pack 
age easy fo 
dealers to handle 
and easy 
builders to ins 
in 30 minutes 
atter well is made 
Complete and 
SHIPPING WT. 85 18S 
APPROVED BY F.H A 
PATENT NO 
2506380 


simple instatiation 


CUSTOMERS 
6 are you looking for the Foldaway 

space-saving stairway for economical 

installation in the big new home build- 
ing and remodeling program! With “space” at a premium in all building and 
remodeling jobs today ~ this disappearing stawway holds many uses-and many 
sales for you! Transforms attics into extra bedrooms, dens, storage space and 
other uses. FOLDAWAY stairway disappears completely into attic, leaving 
only fine finished panel lying horizontally in the ceiling 


Vl WRITE FOR COMPLETE DEALER INFORMATION. 
FOLDAWAY STAIRWAY COMPANY, INC. 


813 SEABOARD STREET PORTSMOUTH. VA 


7 
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Get in on the swing to: 


CLEAN, 


easy-to-handle, 
profitable 


Stops Rot and Termites =A 


American Lumber 
& Treating Co. 
ing Merchandising Plan 


1681 
cor callous iia 681 Mc Cormick Bidg., Chicago 4, iil. 
Pressure- ioe Branch Offices in Boston, New York, Baltimore, 
Treated Jocksonville, Fla., Little Rock, Ark., los Angeles, 
Lumber Pr Sen Francisco and Portland, Ore. 


u 
Ne! 4 


White for details 


about the sales stimulat- 


@ Wolmonized is a registered trademark of 
American Lumber & Treating Co 


/ 
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FUTURE MANAGERS 


(From page 23) 


each such location is more than 
adequate to grasp all the funda- 
mentals affecting that line of mer- 
chandise, or that service, Hope be- 
lieves. 

“Depending upon the nature of 
the department involved, on-the- 
job training is emphasized,’ Hope 
declared. “Experience is carefully 
calculated to insure that the 
trainee will encounter nearly 
every type of problem he will later 
have to face as a manager or other 
executive.” 

During these 14 weeks, weekly 
progress reports and attitude re- 
ports are filed with Leslie Everitt. 
They are carefully studied and 
used to shape future training, and 
to correct any discrepancies that 
may develop. 

“At the end of the 14-week 
initial program, the trainee’s atti- 
tude is invariably changed,” Hope 
said. “Either good or bad. Some 
trainees may find the building 
materials field too complex for 
their liking. Others may develop 
hidden aptitudes, merely through 





ORDER YOUR SUPPLY 


VENTILATORS 


Get these pure Pig Iron Ventilators to 


fil! future requirements NOW—later 


deliveries may be slow. Standard 
8x16" size. Weight 4 Ibs. each. Take 
advantage of the EXTRA profit pos- 
sibilities. Get your order in, today! 


—  — SPECIAL PRICE —— 
Lots of 100 to 1000...... 51¢ ea. 


Lots of 1000 or more 42c ea. 
Prices F.O.B. Foundry 





For Increased profit and sales, write us 
for information about Ornamental Iron 
Columns, Railings and Brackets you can 
sell from stock! 


TENNESSEE FABRICATING CO. 


1490 GRIMES ST., © MEMPHIS, TENN. 





close familiarity with the work.” 

Of the original 12 who began on 
the program, only two failed to 
complete the course, both having 
entered the training with a “mis- 
taken attitude,”’ as Hope put it. 

After 14 weeks of initial train- 
ing, the young men are assigned to 
four separate Long-Bell yards dur- 
ing a two-year period, These four 
six-month training periods in 
widely separated areas are under 
hand-picked managers—all ex- 
perts in every phase of yard op- 
erations but particularly adept in 
one phase. 

For example, one yard man- 
ager was chosen as an “instructor”’ 
because of his unusual ability with 
accounting methods. A second was 
chosen because of his excellent 
sales record; a third for his general 
all-’round experience with financ- 
ing, and a fourth for his specializa- 
tion ‘in large-scale contractor sales 
operations. 

All of the original trainees are 
now in the six-month phases of in- 
struction. Here again, regular 
weekly attitude and progress re- 
ports are flowing into Enid head- 
quarters. 

Experience with the original 12 
men indicates that most of them 
already are as able at the end of 
18 months’ training as they would 
normally be after from five to 
seven years of ordinary “job ex- 
perience.” It is readily apparent 
that it will be possible to turn out 
trained expert managers, capable 
of handling every aspect of yard 
operation, in five years instead of 
10. 

“During the six-month se- 
quences and the 14-week original 
program, we make certain that the 
trainee sees the grimy side of our 
operations,” Hope said with a 
smile, 

“By that I mean that he must 
experience the handling of liens, 
write up loans, make repossessions 
on unpaid merchandise, etc. On 
the more tedious side, he must 
learn how to take off material lists 
from blueprints, how to figure dis- 
counts, progressive pricing, stock 
control, and similar subjects. Here 
in my office, each learns the meth- 
ods by which Long-Bell advertis- 
ing is budgeted, newspaper ads 
are laid out, and how to capitalize 
on public relations possibilities. 
All of these training steps are 
aimed at general proficiency under 
a multitude of situations.” 

All Long-Bell trainees are given 
the best possible “breaks” in ab- 
sorbing their education, Any dif- 


ferences of opinion are carefully 
reviewed so that if the trainee 
appears to be right, steps can be 
taken in his favor. 

Similarly, the huge lumber or- 
ganization expects to receive—as a 
“bonus” from each trainee—prac- 
tical, helpful ideas that may be in- 
stituted in Long-Bell operations. 

“While the human element 
looms large in any such training 
program, we make it plain to our 
trainees that there is nothing 
‘Gestapo’ about our methods,” 
Hope pointed out. “The student 
gets every opportunity to learn in 
the way he wishes. He is assured 
that no punitive steps will be 
taken for speaking his mind or 
criticizing what he feels is a 
drawback to the system.” 

While present military drafting 
and recall to services is taking its 
toll of Long-Bell trainees, the 
company believes that there will 
be sufficient “draft-proof’ man- 
agerial timber available to main- 
tain the program permanently. 
The rate of “elimination” of train- 
ees has been extremely light. 

And war or no war, Long-Bell 
feels that it is assured of intelli- 
gent, well-trained executive per- 
sonnel for the future, 


Builds 5,000,000th Home 


Harold J. Cosby, a Dallas, Tex., 
builder, recently completed the 
5,000,000th home built in the Unit- 
ed States since the end of World 
War II. 

In honor of the occasion, this 
$16,000 brick home was designed 
by the National Association of 
Home Builders. An_ engineer, 
Cosby entered the building field 
in 1945, 


Texas Forest Service 
Releases Three Movies 


The Texas Forest Service has re- 
cently produced three new educa- 
tional motion pictures. 

“Happy Hunting” is a _ four- 
minute trailer in full color pro- 
duced in both 35 mm and 16 mm. 

“Planting Pine Seedlings” is a 
10-minute color film showing 
methods of planting by hand. 

“Mechanical Tree Planters” is 
an 81l4-minute black and white 
film on machine planting. 

The films, available for use 
without charge, may be obtained 
by writing the Texas Forest Serv- 
ice, College Station, Tex. 
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ONE DEALER’S 
OPINION 


Rumsey Taylor is the ag- 
gressive president of the 
Princeton Lumber Company 
in Princeton, Ky. In 1939 he 
was president of the Ken- 
tucky Retail Lumber Deal- 
ers Association. A graduate 
of Georgetown College in 
Kentucky, he has since been 
a top of:icial for the South- 
eastern Fuotball Assn. 


A BIG PROBLEM is how to adjust our in- 
dividual businesses to the perplexing new 
situations that arise every day. The outlook is 
for a fairly substantial but not drastic drop in 
sales this year—and the loss of many of our 
young men to the armed forces. Then we will 
be faced with plenty of paper-work as wage 
and price controls, inventory controls, and 
other defense regulations take more and more 
attention. Adjusting to such a situation is no 
easy job and will require careful planning by 
yard owners and managers. 

Many dealers are taking up the slack caused 
by the loss of new house construction in re- 
modeling and home improvements. The girls 
today really go for these modern kitchens. A 
survey was made last year by a group of deal- 
ers in a neighboring state. They found that 
they averaged selling 34 per cent of the new 
home prospects with whom they figured while 
they closed sales on 69 per cent of their re- 
modeling and improvement prospects. On top 
of this their margin of profit was better on the 
remodeling jobs! 

We dealers have another job to do—that of 
inducing the public to use the reduced supply 
of some key materials to the best advantage. 
We face, at least for the time being, a peculiar 
situation where we will have plenty of some 
materials and not enough of others. 

Retail lumber dealers have an obligation to 
show the public how to use substitutes. 

From the viewpoint of our industry we have 
a job equally as important as the conservation 
of our own businesses—and that is the helping 
of defense officials to avoid well-intentioned 
mistakes that could demoralize the produc- 
tion and distribution of materials without 
actually aiding the rearmament program. 
That job is the responsibility of our industry’s 
national association and of those dealers who 
serve on industry advisory committees. 

These men must have the backing of every 
dealer through active participation in his state 
or regional association. It is unfortunate that 
men in government tend to lose their per- 
spective and that the small businessman has 
little opportunity to make his voice heard. Yet 
small businesses are the backbone of our 
economy. The only chance we have of making 
ourselves heard is through our national and 
state associations. 














NU-WALL saves time 
NU-WALL saves money 


% ee 


Applying NU-WALL Over Spanish Plaster 


a 


Reg.U S. Pat Off 


NU-WALL bonds perfectly and perma- 
nently with all dry wall materials... 
to cracked, chipped or painted walls, 
Spanish plaster, glazed tile, smoothest 
concrete, brick, fibreboard, wallboard 
and insulation board. 


NU-WALL will receive any of the con- 
ventional plaster finishes—or remain as 
the one-coat textured finish in itself. 


Economical and down-to-earth practical 
too! NU-WALL can be applied over old 
walls without removing trim or knock- 
ing down old plaster—over new “dry 
wall” construction after wood trim is 
installed. 


NU-WALL doesn’t dry out hard and 
brittle—it remains flexible yet firm. 


Easy to mix—easy to apply—easy for 
you to handle and to sell. There’s sub- 
stantial profit for YOU in each bag of 
NU-WALL. Don’t delay. Get the NU- 
WALL story today. WRITE 


U-WALL Mfg. Co. 


923 N. 19th St. ve fH 
Milwaukee 3, Wisconsin 


Wholesalers and Jobbers! Territories still available! 
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Southern Building Code Groups Busy 


CHAIRMEN of the standing com- 
mittees of the Southern Building 
Code Congress are seen above 
with Director M. L. Clement. Seat- 
ed, from left, they are Alton T. 
Riddick, W. N. Ruby, and Edwin 
B. Lancaster. 

Their committees consist of: 

Building Code Research and Re- 
vision Committee: Chairman, Ed- 
win B. Lancaster, Montgomery, 
Ala.; Milton J. Landry, San An- 
tonio, Tex.; Henry M. Nielson, St. 
Petersburg. Fla.; George van Leeu- 
wen, Norfolk, Va.; S. Logan Mc- 
Connell, New Orleans, La.; Harry 
Tour, Knoxville, Tenn., and Her- 





WEL-BILT FOLD-A-WAY 
STAIRWAY 


SMALL HOMES 


¢ ADDS EXTRA ROOM AT 
SMALL COST 


Every home should hove « WEL- 

LL AY BLT STAIRWAY. Wested attic 
epece com be easily converted 
late velueble storege spece, 

A\ extre bedroom er pleyrecm fer 


Wel-Bilt Stairways 
come essembled. 


easy to 

install at little ex- 

U pense, end easy to 
operate. 











SOLD BY LEADING DISTRIBUTORS 
FROM COAST TO COAST 
Manufactured by 
THE WEL-BILT PRODUCTS 
COMPANY 
P. O. Box #95 
Memphis, Tennessee 
MOS 





bert Caraway, Columbus, Ga. 

Code Engineering and Advisory 
Committee: Chairman, W. N. Ruby, 
Lakeiand, Fla.; Thomas Nolan, 
Louisville, Ky.; William Caruthers, 
Birmingham, Ala.; Fred Phipps, 
Columbia, S. C.; H. E. Hagood, 
Birmingham, Ala.; D, L. Chaney, 
Atlanta, Ga.; Charles Leslie, 
Shreveport, La.; J. M. Marshall, 
Atlanta, Ga., and Walter Scales, 
New Orleans, La. 

Code Change and Education 
Committee: Chairman, Alton T. 
Riddick, Florence, S. C.; H. B. Able, 
Macon, Ga.; John Cody, Fort My- 
ers, Fla.; C. B. Sanders, Chatta- 
nooga, Tenn., and W. N. Hearn, 
Jackson, Tenn. 


“Water Systems Month” 
Scheduled for May 


“Produce More Food—Produce 
Better Food; Save Labor—Guard 
Health.” 

That is the theme of this year’s 
annual National Water Systems 
Month, which will be observed in 
May, according to Herbert C. 
Angster, executive secretary of 
the National Association of Do- 
mestic and Farm Pump Manufac- 
turers, 

During National Water Systems 
Month last year, more farmers 
availed themselves of the ad- 
vantages of electric water systems 
than ever before. The 1951 cam- 
paign is keyed to the current 
mobilization program since elec- 
tric water systems can increase the 
production of farm _ products, 
needed both in greater quantities 
here and for our allies. 
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Exposition, Conference 
On Materials Handling 


Six acres of indoor exhibits and 
a big outdoor show featuring 
demonstrations of yard handling 
equipment are expected to draw 
the largest crowd yet to the fourth 
annua] National Materials Handl- 
ing Exposition. 

The affair will be held April 
30 to May 4 in the International 
Amphitheater in Chicago. 

In conjunction with this exposi- 
tion, the American Material Han- 
dling Society is sponsoring a con- 
ference on materials handling. No 
registration fee is required. 

Exposition registration cards 
may be obtained from Exposition 
Management, Materials Handling 
Exposition, Clapp and Poliak, Inc., 
341 Madison Avenue, New York 
i7, NY. 


STRADDLE TRUCKS. Hyster 
straddle trucks for mills, warehouses, 
and industrial plants are pictured 
in action in a new two-color booklet. 
It gives performance data and 
descriptions of various parts. The 
Hyster Company, 2902 N. E. Clack- 
amas, Portland 8, Ore. 








Free Entertainment! 
For Clubs, Schools, Churches 


“The IDEAL Way,” a 23 
minute 16mm. motion picture 
in color and sound, is avail- 
able for showings at civic and 
business club meetings with- 
out charge. It tells the inter- 
esting story of the manufac- 
ture of millwork from forest 
to home. 


To arrange for a showing, 
write to Advertising Dept., 
IDEAL Company, Box 889, 
Waco, Tex., giving first choice 
and an alternate date and the 
name of the club or group to 
whom it will be shown. 











LUMBER YARD FOR SALE 


County Seat—81 Highway 
Thomson Lumber Company 
Medford, Oklahoma 








FOR SALE 


Two Blaw-Knox two yard Hi-Boy Con- 
crete Mixers mounted on 1948 Ford 
trucks, In good condition. “ay! t use. 
GRAYSON LUMBER CO., 
P. O. Box 1311 
Birmingham, Alabama 


aS: 9-1131 
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Deniston nails have been sold with complete customer satis- 
faction since 1926. They are the best nails available for 
applying corrugated sheet steel — aluminum — slate or 
tile roofing. Sell the best in nails. . . . Sell Deniston Nails. 


LEAD-SEAL NAILS—Lead is under head and 
down shank. When nail is driven, the nail 
hole in sheet is actually sealed with lead 
ALUMINUM LEAD-SEAL NAILS — Made from 

i special alloy to insure hardness, driving with- 
out bending and extreme holding power 
DENCO —A compressed lead head nail with 
lead both over and under the steel head of 
nail. Head will not “pop” off from driving 
or from expansion or contraction of steel or 
aluminum roofing. 
PALLET NAILS —A quality drive screw pallet 
nail 2%” long x 10 ga., cement coated for 
extra holding power. 

1 2 3 4 


ee PSAs Er nae oir PACKING — Steel Lead-Head Nails and Pallet 
Bright pa aiicicea CEnigns Saas, NS Nails packed in 100 Ib. kegs. Aluminum Nails 
2. Triple-Lock Lead-Seal Drive Screw Nail, Bright packed in 50 Ib. kegs. 
or Galvanized. 
3, Triple-Lock Lead-Seal Drive Screw Aluminum 
Nail. Deniston Nails are fully covered by patents. 
4. Denco Compressed Lead-Head Ring Shank Nail, 
Bright or Galvanized 5 


5. Pallet Nails, Drive Screw and Cement Coated 
APPROXIMATE NUMBER OF NAILS PER POUND Th e D E N I S TO N ' o So. 
DENISTON Length of Nail 1144” 1%” 2” 2%” 2%” 


Lead-Seal { Bright 96 88 ‘ 77 7 s 
_ | gg Se ae - ‘} 4853 So. Western Ave., Chicago 9, Ill. 
DENCO ) Aluminum 156 150 § 


° Mean EXTRA Qucli 
Derist0 gluten mi 


ae 














es Bohm Time to plan OUTDOOR 
4 is ee _ Cotte Fat FIREPLACE SALES 


ape? le! Your customers—way out ahead of you—have been 
Floor for the years to come with Northern Hard Map ishing of baskets eraiects oll wlaten, . . Vestn ate 


For 1951 modernization work—industrial plants—defense Se you to beer fa wied—!—Mothing will Seing. com 
and low-cost housing—residences—schools—military con- tomers into your display room with any more speed 
struction. MFMA grades for every purpose: First Grade for and enthusiasm than a well planned barbecue display. 
“high style” —Second, utility and appearance—Third, utmost 2—Sales of Donley Outdoor Fireplace parts involve 
value with economy...or Combination Grades, Second- sales of mason materials in larger quantities. 3—Your 
and-Better, Third-and-Better. MFMA Grading Rules, tech- best outdoor fireplace salesman will be a copy of 
nical data, FREE. Write: MAPLE FLOORING MANUFACTURERS Donley Outdoor Fireplaces in the hands of your pros- 


: pects. Twenty-four pages, many pictures and diagrams 
AMDGARON, Sole Men — oe. he ee rs with full explanations. Price to public 25 cents. Arrange 


f ‘ nt as for a supply. 


HARD MAPLE — THE DONLEY BROTHERS CO. 


BEECH AND BIRCH 13905 Miles Avenue Cleveland 5, Ohio 
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Truly the Window for All Weather! Prdeorop [i OVE RUT SIERS 


The 
A 


A & F Tileboard Co. , ; - 
I EE BOD: a Rey se wb AT ep HENS ede Se cieaed baa baed 
Advertising Council, a APU AG Seni tee we Pome 
Allied Building Credits, Inc. 

American Asphalt Roof Corp. 

American Celcure Wood Preserving Corp. 

American Lumber & Treating Co. 

Anthony Truck Co. 

Armstrong Co., 

Avery Corp. 

Asbestone Corp. 

Asbestos Co. of Texas, The 

Associated Plywood Mills 
































B 
boosts sales 
Barclay Mfg. Co 


° ° fe 
and satisfaction! Bellkool Co, 
Bessler Disappearing Stairway Co. 
. 3iglin C H. C : mien 
Prospects become buyers when you give them the al Mig Aen 


full story of IDEAL All-Wethr WOOD Window 


Units. They’re Preservative Treated, completely Cc 

i e i > n fic Cameron & Co., Wm ...92 and 
weatherstripped, and equipped with efficient sash bal soy egy id “ 
Certain-teed Products Corp 
Chicopee Mfg. Corp. .. ‘ 
Coffman Co., R. G 
Craig Wood Prod as 
Cumberland Portland Cement Co 
Curtis Companies, Inc ‘ 


ances. These, and many more advantages, mean 


Back Cove 
as wees 74 


greater sales and satisfaction for dealers who recom- 
mend and sell them. 


Are you getting your share of these profits? 


D 
ASK YOUR JOBBER ABOUT ALL-WETHR WINDOWS Davis Co., H. B 


Decatur Iron & Steel Co. .. 
Manufactured by IDEAL COMPANY, Waco, Texas Deniston 00... 

eniste Se 7 
Donley Bros. Co. . 
Douglas Fir Plywood Assn 














F 


Falls Stamping & Welding Co., The 
Fawseco Mfg. Cx 

Fir Door Institute .... 
Fletcher-Terry Co 

Flintkote Co ae 

Foldaway Stairway Co 


G 


Gate City Sash & Door Co. .. Sar Piro 
Georgia-Pacific Plywood & Lumber Co 
Getty & Co., Inc ee sv is 

Grayson Lumber 


The new 34” Vikre sash holder, Model VSH-20, developed 
especially for Plain Rail Sash gives you the same patented H 
features of the standard ce") a goad henge — 
only spring tension type holders to have all mov En ee 
nny dm y neased to eliminate sticking and binding. Vikre eS ge oes ts 
Holders require only one hole drilled in sash . . . have pat- Homasote Co. Vectiiet 
ented, adjustable steel spring tension. Sell genuine Vikre see lion & Ventilating Oo., 


Sash Holders for better profits. Hurtsboro Oak Flooring Co., 


Huttig Sash & Door Co 
NEW MERCHANDISING DEAL 


Six dozen Vikre Sash Hold- reat De i. sota & Ontario Paper Co 
ers are packed with an at- 
tractively stained, eye J 
catching window display 
with mounted sample of Telit ct eek Ge... 
Holder. Window can be Johns-Manville. Inc. 
raised and lowered. Attrac- 
tive folders. No additional 

charge for display and fold- an K 
ers. Order from your job- gilt Keasbey & Mattison Co 
ber now. J. N. Vikre Co., a x i “nett 1 Kimberly Clark Corp 
Inc., 3016—14th Avenue, Knox Corp. .. 
South, Minneapolis, 94; ec 

Minn. Preaaisl Go . L 

Libbey-Owens-Ford Glass Co. ... 


ME Longview Lime Corp 
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Se } 
h O V V g v ia Sell Trinity White—the whitest 


white come nt Trinity White is a true 





portl: and cement. It meets all Federal 


° 
\ K rh t ia and ASTM specifications. Sell Trinity White for architectural 
1 e concrete units, terrazzo, stucco, paint, ornamental work, tile 
setting, etc. When ordering ask for it by its full name 
Trinity White — it's widely advertised to your trade. 


1 S V \ hit € Trinity Division, General Portland Cement Co., 


111 W. Monroe St., atta” Republic Bank Bldg., Dallas; 
16 W. 5th St., Los Angeles. 


..Mary had a little lamb, 


its mi was white as snow... 


~~ @ lrinity 
White 


PORTLAND CEMENT 














GIVES SIDING JOBS IMPROVED - OA New 
PROTECTION AND APPEARANCE eee DOOR UNI 


On every Asbestos Siding 
Job, where appearance is es- 
sential, you can save valu- 
able time, simplify fitting at 
corners and along window 
and door frames, give added 
protection, by using individ- 
ual zinc corner strips .. . 
Made of oxidized zinc . . 
will not stain. Lengths suit- ‘ ; 
able for any Asbestos Siding . j 

Shingle. For complete details i SAVES FLOOR SPAC 


write 


BUGHER MANUFACTURING CO. | ; 
ima duu, ae | NEW SILENT OPERATION, 











ELIMINATES 
SWINGING DOORS 











LOW COST—FAST SELLING 


® A good, practical, economical unit sold 


only through building supply dealers. 1. Solid brass, ball bearing, special DOOR HANGERS, operating on 
aluminum track, permit height adjustment without removing door. 








© Carton packed—low freight rate. 
NO NEED TO CARRY VARIOUS SIZES! 2. Exclusive STABILIZING FIXTURE, operating in bottom door rail, 


‘ Pag my i . prevents rattles and assure easy, silent sliding. 
The ~ So ee 3. Slotted ESCUTCHEON PLATE at bottom closing edge of door 
heights of 9'2" and less. interlocks with RUBBER DOOR GUIDE on closing jamb. Assures 
WRITE TODAY FOR FULL DEALER INFOR- rigidly closed doer and prevents door edges from striking stops. 
MATION ON AMERICA'S MOST POPU- SEE YOUR LUMBER DEALER 
LAR DISAPPEARING ATTIC STAIRWAY. HUTTIG Sasi & DOOR CO., ST. LOUIS, MO. 

Charl , N. ® Dallas, T * xvi 
CRAIG WOOD-PRODUCTS COMPANY | | Stns t Since Tere, teocrtie Torn,» hen fe.» Colones 


BRENNAN ROAD COLUMBUS, GEORGIA & Door Co., Birmingham, Ala. ¢ Memphis Sosh & doy Co, Memphis, Tenn. 
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ANCO Bag Trucks 
Pay For Themselves 


EXCLUSIVE... 
Only in an ANCO bag 


WHEN IT'S CEMENT 
HANDLIN' TIME— 
IT'S TIME FOR 
ANCO BAG TRUCKS 
—of course. 

A slight pull on the two han- 
dles tilts a full 1,200 pound 
load into perfect balance. The 
load is on the truck... NOT 
THE TRUCKER! Scientifically 
built to last for years. Cut 
high material handling costs. 
SEND FOR COMPLETE DE- 
TAILS NOW! 


ANTHONY TRUCK COMPANY 
Paducah, Ky. 














SPACE SAVER 
THE BESSLER DISAPPEARING STAIRWAY 


Makes the upper 
story a valuable 
asset to the home 
without using space 
in the room below. 
When not in use it 
slides into the ceil- 
ing and out of the 
way. 

It sells houses fast- 
er. Home owners 
appreciate this use- 
ful added space. 
Alert contractors 
are using the Bess- 
ler Disappearing 
Stairway. 


Easily assembled 
and installed. 


Made in 
seven 
models. 


Write today for literature. 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900 E. Market St. Akron 5, Ohio 
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Maple Flooring Mfrs. Assn 93 
Marquette Cement Mfg. Co 2 
Mengel Co., The (Plywood Div.) 14 
Metal Tile Products, Ine * 
Metal Trims, Inc 

Miami Window Corp. . 

Miracle Adhesives Cor} 

Miratile Mfg. Co. .. ae 
Monarch Metal Weatherstrip Corp 
Murray Co. of Texas, Atlanta, Ga 


. waele 89 
Inside Front Cover 


51 
* 


16 


N 

National Gypsum Company 
National Woodworks . 
New York Wire Cloth Co 
Nu-Wall Mfg. Co 


oO 


Oconee Clay Prod. Co 
One-der Frame Corp 


Pp 


Paine Lumber Co., Ltd. ... 
Peaslee-Gaulbert Paint & Varnish Co 
Plastergon Wallboard Co 

Precision Parts Corp 

Prestile Mfg. Co 

Protective Papers, Inc 


R 


Red Cedar Shingle Burean 
Reed Unit Fans, Inc 
Roach & Musser Co 

Ross Carrier Co., The 
Ruberoid Company 


Ss 


Sisalkraft Co 

Southern States Iron Roofir 
Southport Paint Co 

Stanley Works, The 
Stewart Electric) os 
Superior Wal! Prod. Co 


T 


Tennessee Fabricating Co 

Tennessee Prod. & Chemical Corp 

Texas Co The 

Thomson Lumber Co 

Trinity Div., General Portland Cement Co 
Tylae Co 


2 


‘Seece 


U 

U. 8S. Plywood Cory Industrial Adhesives Div 
U. S. Plywood Corp 

Unique Balance Co., Inc 

United States Treasury 

Upson Co 7 


Vento Steel Prod. Corp 
Vikre Co., Inc... J. N 


WwW 

Wallace Mfg. Co 
Wel-Bilt Prod, Co 
Wickwire Bros., In« 
Wurdack Chemical Co 


Zz 


Zonolite Co 
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KNOX HOMES cv: so wen... 


e to BUILDERS .... . Complete house shipped to site on a trailer. 


Rapid turnover—means low overhead. 
Speed of erection—no long money-wasting delays. 
Amazing public acceptance. 


e@ to PURCHASERS ... A home of your own—at a price you can afford. 
A 


personalized home—"take your pick”. 
Exceptional durability and low maintenance. 
Acceptable to both FHA and VA. 


KNOX Barrett 
Model 500 

















KNOX Dalton 
Model 600 


: a 
| Sreee | fe 
} Kirewas TE Baral Beo 
Peun 4 sae 
ve Wace 
“e 4 
‘ 




















Dealerships for KNOX HOMES 
are open in some areas in 
Southeastern United States. 
Financially responsible builders 
and developers may contact . . 
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Says Mr.WiLLIAM (BILL) FORD 


owner of Ford’s Builders Supply Co., Pasadena, Cal. 


“Here’s my best sales-clincher: I actually 
prove how easy Lumite saran screen cloth 
is-to handle. I hand a whole roll of Lumite 
screen cloth to my customer—to let him 
see how light it is. I run my finger along 
a “raw” edge—to let him see that it doesn’t 
tut my finger, as other kinds of screening 
would. 
“This little demonstration makes a customer realize how 
really different Lumite saran screen cloth is! 
“It paves the way for a ready acceptance of the other great 
sales points: rustproof, non-stain- 
ing, longer-lasting. 
“It paves the way for a sale!” 


BIGGEST STORY IN SCREENING 


Most convincing . . . sales making . . . profit-making 
screen cloth story ever told—and here's the story in a 
nutshell: 


/ 


tea oF! 
Y, ‘ RusTPRE 


@ 
STOCK UP NOW for ’51 sales . . . Lumite is distributed 4 That's why it’s Stainproof, Long- 
through hardware, lumber and building supply whole- os lasting, never needs protective 
salers. For FREE sample and further information write... painting. 


LUMITE DIVISION, CHICOPEE MFG. CORP. OF GEORGIA, 40 WORTH STREET, NEW YORK 13, N. Y.. 
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